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District Agency Development moves ahead 


Less than a year ago — with one-fourth of our field 
force already serving policyholders through district rep- 
resentation — the New England Life instituted D.A.D. 

In that short time the District Agency Development 
plan has conclusively proved its great value to both agents 
and company. In 20 areas the plan has achieved its two 
prime purposes: to intensify selling and service, and to 
open new territories. Yet even the healthy sales figures 
fail to tell the whole story of success. 


This New England Life project is also a great builder of 
men. The management experience that a district agency 
manager gets under this plan has long-range benefits, for 
out of this group will come future home office and gen- 
eral agent material. 

The importance of the plan in the New England Life 
agency system is shown by the company’s expressed intent 
to move ahead as long as territories and men of promise can 
be found. 
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Sands a Recognized: Reputation for 


Leadership 

The Ohio National has a distinguished 
record for providing new types of cover- 
age and liberal policy provisions in keep- 
ing with the needs of the times. For 
example: special preferred risk whole life 
pons have been part of our portfolio 
or years. The Ohio National with its 
much imitated “Super 60” contract was 
one of the first to successfully employ the 
return premium feature continuing to the 
maturity of the policy. And again, income 
disability to age 60 is but another of the 
many progessive features incorporated in 
our complete line of life coverage. 


Integrity 


The Ohio National story is one of people 
— people who have sought and found 
success along with profitable careers in 
the life insurance business with us. The 
sustained interest of our field force is a 
reflection of management’s policies. Serv- 
ice records show that over 1/3 of our full 
time agents have represented our company 
from 15 to more than 40 years. On the 
premise that our representatives deserve 
the best, The Ohio National agents and 
general agents are thoroughly trained and 
given maximum opportunities for success. 





Strength 


Insurance in force totaling nearly three 
er of a billion dollars is visual evi- 

ence of the company’s progress, sound 
administration and financial management 
since its modest beginning 45 years ago. 
The intervening years with their wars and 
depressions only served to secure the firm 
foundation on which the company has 
prospered. On this we insist: more than 
adequate reserves, sound investment poli- 
cies and sensible underwriting practices. 
From this our policyowners and employes 
have benefited—and will continue to do so. 
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Two National 
Underwriter 
Veterans Retire 


Richman, Fredrikson to Be 
Succeeded by Hammel, 
Zoll and McCormick 


Two veterans in National Under- 
writer Company service who are wide- 
ly known in the insurance business, 
Ralph E. Richman, vice-president at 
New York, and E. H. Fredrikson, 
resident manager of the Philadelphia 
territory, are retiring on the company’s 
pension plan. 

Clarence Hammel, who has been in 
the Omaha territory, is being trans- 
ferred to New York, and Robert I. 





E. H. Fredrikson Ralph £. Richman 


Zoll has assumed the management of 
the Philadelphia territory. Fred White 
succeeds Mr. Hammel at Omaha. John 
McCormick, who has been an agent of 
Provident Life & Accident in Newark 
and who previously was with Pru- 
dential at Hackensack and Newark, has 
joined the sales staff of the National 
Underwriter Company and will handle 
the New Jersey territory. Mr. McCor- 
mick’s office will be at 10 Commerce 
Court, Newark. J. T. Curtin, resident 
manager at New York, will handle all 
fire and casualty matters in the five 
boroughs. Mr. Hammel will handle life 
in that territory and all accounts in 
Westchester county. 

Mr. Richman is one of the oldest 
executives of the company in point of 
service. He received his Phi Beta 
Kappa key at Indiana 


University, 


Ponserenenmenen 
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Clarence Hammel James T. Curtin 
from which he was graduated in 1913. 
His father, the late Charles J. Rich- 
man, was for 30 years Indiana state 
agent of American. Ralph Richman 
went into the fire marshal’s office in 
Indiana for a year or so before join- 
ing the National Underwriter Com- 
pany in 1916. 

In 1919 he was made manager of 
the Cincinnati office of the company, 
a position he held until 1933. He was 
the first editor of Accident & Health 
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NAIC Urges State 
‘Expression’ on 


Tontine Control 


NEW YORK—Refusing to endorse 
the National Assn. of Life Underwrit- 
ers model bill on tontine policy control, 
National Assn. of Insurance Commis- 
sioners only went so far as to adopt 
the report of the subcommittee dealing 
with this matter, which suggested “ap- 
propriate action to seek a legislative 
expression on the subject.” 

The NALU model bill was strongly 
opposed by National Assn. of Life 
Companies, the new organization of 
companies some of which issue policies 
of the type that NALU objects to. 

The subcommittee, headed by Pan- 
sing of Nebraska, stated its position in 
the following motion made by Bisson 
of Rhode Island. 

“The question or questions involved 
in the so-called ‘semi-tontine’ policies 
are questions that have arisen since 
the adoption of the insurance laws or 
insurance codes of most of the states. 

“All states have prohibited the is- 
suance of tontine policies in the true 
sense of the word, and the question of 
whether these so-called ‘semi-tontine’ 
policies should be prohibited is a ques- 
tion which in the final analysis must 
be determined by the various state leg- 
islatures and not by administrative in- 
surance departments nor by members 
of this committee. 

“Pretermitting the question of 
whether they are in the public interest 
or not, the criticism that has been lev- 
eled at them, the criticism that has 
been leveled at various insurance de- 
partments, and the confusion that has 
existed in the life insurance field, jus- 
tify in my opinion appropriate action 
to seek a legislative expression on the 
subject. 

“Accordingly, I now move that this 
committee go on record as approving 
the suggestion that appropriate legis- 
lation be drafted in the respective 
states and submitted to the various 
state legislatures in such a way as to 
obtain a legislative expression as to 
whether this type of policy should be 
allowed or banned, and that this sub- 
committee be discharged until such 
further time as circumstances warrant 
its reappointment.” 
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Lincoln National 
Directors OK 100% 
Stock Dividend 


A 100% stock dividend was recom- 
mended to stockholders by directors of 
Lincoln National Life at the regular 
quarterly meeting. They also approved 
a regular quarterly cash dividend of 
50 cents per share, payable Feb. 1 to 
stock of record Jan. 10. 

The stock dividend resolution will 
be submitted for stockholder approval 
at the annual meeting to be held Feb. 
15, 1956. If approved, the company’s 
capital stock will be increased from 
$10 million to $20 million, payable 
from surplus funds. 

The share for share stock dividend 
would be paid to stock of record at 
the close of business March 1. 

If the stock dividend is approved, 
it is the intention of directors initially 
to declare dividends on the increased 
capitalization at the rate of 35 cents 
per share each quarter. This would 
mean an annual dividend rate of $1.40 
per share on two million shares as 
contrasted with the annual rate of 
$2 per share, excluding extras, paid 
heretofore on one million shares, or 
an annual increase of 80 cents. 

In recent years the company in- 
creased capitalization through stock 
dividends of $1 million in 1943, $1,500,- 
000 in 1946 and $5 million in 1950. Last 
week the stock price was 495 bid and 
$505 asked. There was no appreci- 
able price change following announce- 
ment of the stock dividend, an action 
that had been expected in many quart- 
ers during this the company’s golden 
anniversary year. The market in life 
company stocks has been unusually 
stable the past few weeks. 


Heads NAIC Securities 
Valuation Office Staff 


Franklin H. Thomas has been ap- 
pointed executive secretary of com- 
mittee on valuation of securities of 
National Assn. of Insurance Commis- 
sioners. 

Mr. Thomas has been acting execu- 
tive secretary since May, following 
the resignation of Harry L. Severson. 
Previously associate security analyst 
on the technical staff, Mr. Thomas has 
investment and banking experience. 











Late News Bulletins... 








Report Offer Made to Buy Columbus Mutual Stock 


It is reported that Ohio State Life has made an offer to buy the 5,000 out- 
standing shares of Columbus Mutual Life stock at a price of $1,000 per share. 
The letter is said to have gone to 500 widely scattered stockholders. At Dec. 31, 
1954, Columbus Mutual had insurance in force of $385,842,146, capital of $500,- 


000 and surplus of $9,202,906. 


Some time ago Ohio State Life made an unsuccessful attempt to buy the 
stock of Midland Mutual Life. Stockholders of the latter company are voting 
this week on a plan of mutualization approved by directors. 


United Union Pledges Welfare Cleanup 

NEW YORK—Adopting measures to police union welfare funds, the newly 
united AFL-CIO labor organization called for federal legislation to provide ad- 
ditional safeguards for activities not within direct union control. This position 
is in line with statements made by representatives of the two unions at the re- 
cent New York insurance department hearings, at which they expressed dis- 


trust of state legislation. 
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‘Essential’ Change 
Wins NAIC OK for 
Model A&H Ad Code 


Last-Minute Alteration 
Voids Implication That 
Present Laws Are Faulty 


By ROBERT B. MITCHELL 


NEW YORK—A last-minute essen- 
tial change—in fact it was the dele- 
tion of “essential” in favor of “desir- 
able” in the third “whereas” clause— 
got the final version of the model A&H 
advertising code through the last ses- 
sion of the National Assn. of Insur- 
ance Commissioners winter meeting 
here, to the immense relief of all but 
the few who considered there was 
more to be lost than gained by push- 
ing it through at this meeting rather 
than waiting till June. 

Before the one-word modification 
the clause read: “Whereas it is con- 
sidered proper and essential to imple- 
ment and interpret the general stat- 
utory standards and to adopt proper 
procedures to expedite enforcement 
thereof by this office...” 

Some of the commissioners and in- 
dustry representatives pounced on the 
word “essential” as an admission 
that the federal trade commission has 
been right all along in contending that 
state laws are inadequate to deal with 
A&H advertising. 


The NAIC action in approving the 
code also contemplated the appoint- 
ment of a permanent committee on 
its interpretation. 

Earlier changes in the code draft, 
reported in last week’s issue, included 
a clarification of the “policy” defini- 
tion by the addition of the words, 
“, .. except when issued in connec- 
tion with another kind of insurance 
other than life, and except disability 
and double indemnity benefits includ- 
ed in life insurance and annuity con- 
tracts”; and the statement that “an 
advertisement shall not use a trade 
name, service mark, slogan, symbol 
or other device which has the capacity 
and tendency to mislead or deceive as 
to the true identity of the insurer.” 
The latter amendment was added at 
the request of Blue Cross-Blue Shield. 

Other changes from the draft dis- 
tributed three weeks ago were edi- 
torial, in the interest of brevity or 
clarity. 

At the final plenary session only 
the advertising code and the report 
containing the recommendation for the 
committee on interpretation developed 
any controversy, and only one person 
asked to be heard, Moses G. Hubbard 
of Commercial Travelers of Utica, rep- 
resenting International Federation of 
Commercial Travelers Organizations. 

He said much of his fear about the 
code had been dissipated, particularly 
his apprehension that the code would 
be used as a basis for considering it 
was necessary to have a code, which 
he thought gave away too much to 

(CONTINUED ON PAGE 19) 
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Pru Dedicates Chicago Home Office; 
Shanks Says Inflation Is Big Threat 


Prudential dedicated its fifth and 
largest regional headquarters Thurs- 
day, the 41l-story Mid-America home 
office in Chicago’s loop from which 
will be handled more than $4.5 bil- 
lion of life insurance in force in IIli- 
nois and Indiana. 

Some 1,000 business, civic and gov- 
ernment leaders from the two states 
witnessed the presentation by Presi- 
dent Carrol M. Shanks of a gold key 
to the skyscraper to James E. Ruther- 
ford, vice-president in charge of Mid- 
America operations. Besides a _ talk 
by Mr. Shanks, there were messages 
from Governor Stratton of Illinois and 
Mayor Daley of Chicago. 

Indicative of area interest in the 
new building, there was an unexpect- 
edly large turnout at a _ preview 
inspection for the press the previous 
day. More than 100 newspaper, mag- 
azine, radio and television represent- 
atives attended. During a conference 
with Mr. Shanks they received further 
details concerning the new building, 
as well as his views on the variable 
annuity. 

e e e 

Describing Prudential as the “pro- 
tagonist” in attempting to make the 
variable annuity generally available, 
Mr. Shanks explained the principles 
underlying this type of business and 
summarized Prudential’s views con- 
cerning it. 

Despite staunch advocacy of a 
contract that will follow the fortunes 
of the dollar, the news men were made 
to realize Prudential has not lost 
sight of the obligation to its millions 
of policyholders who hold fixed-dollar 
contracts. Mr. Shanks sounded the 





becky 





J. E. Rutherford 


C. M. Shanks 


tocsin against inflation, terming it the 
most destructive thing in the USS. 
economy. He said he wants the man 
who buys $10,000 of insurance to get 
that amount, collecting benefit dollars 
equal in value to those used to buy 
the policy. 

Still, Mr. Shanks went on, the U.S. 
economy continues to expand and he 
said it is his opinion this will result 
in prices reaching upward, something 
the variable annuity is expected to 
offset at least partially. 

Mr. Shanks praised the Treasury 
and federal reserve actions to restrain 
credit, though he did say it is his be- 
lief the future will call for more 
restrictive monetary control than pro- 
bably will be exercised. While opti- 
mistic about the future, he stressed 
some of its glow will be shrouded 
unless there is a submission to credit 
restraints and unless the federal bud- 
get is balanced. 

Reviewing considerations which led 
to the decision to establish regional 
home offices, Mr. Shanks said it was 
felt the company should be closer to 
policyholders, enmeshing itself with 
their business life as far as possible. 


The smaller operations would make 
many economies possible, as well as 
offer advantages such as better de- 
velopment programs for executives. 

Selecting the city for the Mid-Amer- 
ica office was no problem, Mr. Shanks 
said. Preeminently the greatest indust- 
rial city in the world, Chicago’s current 
record of progress is only a prelude to 
much greater growth, according to 
Mr. Shanks. He noted the company 
wanted the most prominent site for 
the building, and challenged anyone 
to say the one obtained could be sur- 
passed. The building doubly domin- 
ates the skyline. It is the city’s tallest, 
and the location, on the eastern edge 
of the loop overlooking a _ spacious 
park, gives a singular prominence to 
Prudential. 

From an economic point of view, Mr. 
Shanks commented, the building will 
be a successful operation. The com- 
pany will occupy about 25% of the 
space, and there already are rental 
commitments for about 70% of the 
remainder. Some lessees now are in the 
building. Others will move in as ad- 
ditional floors are ready. The sky- 
scraper will be open to the general 
public next spring, when interior con- 
struction work on the glass-enclosed 
observation deck and a number of 
upper floors is finished. 

The dedication ceremonies were 
concluded with the placing of a time 
capsule—containing microfilmed copies 
of newspapers, scripts and film from 
radio and TV _ stations and other 
documents—in the walls. It was 
sealed with a 100-pound “chip” quar- 
ried from the Rock of Gibraltar and 
presented by British Consul General 
Robert S. Mason of Chicago. 

The $40 million building occupies a 
8%-acre plot over the suburban sta- 
tion of the Illinois Central railroad. It 
rests on 187 foundation caissons sunk 
approximately 100 feet to bedrock. 
There are more than one million 
square feet of usable space. Among 
the many features are parking facili- 
ties for 350 cars, year ’round air con- 
ditioning, the world’s fastest elevators, 
high-speed escalators, several restau- 
rants, and an obervation deck and re- 
freshment lounge on the 41st floor. 
There also is a connection with a 3,000- 
car city parking garage under the ad- 
jacent park. 

The first major office building to be 
erected in Chicago in 20 years, the 

(CONTINUED ON PAGE 26) 





Variable Annuity 
Bill Filed with 


Mass. Legislature 


BOSTON—A bill along the lines of 
the pending New Jersey bills to per- 
mit life companies to write variable 
annuities has been filed with the Mas- 
sachusetts legislature. 

Though the legislative session does 
not open until January, the deadline 
for proposing legislation, except with 
consent of the rules committee, was 
Dec. 7. However, it is possible to make 
changes, even going as far as com- 
pletely rewriting a bill once the meas- 
ure has been filed. 

It is virtually certain there will be 
a hearing on the bill, this being the 
customary procedure in Massachusetts 
with bills generally. 


—: 





Visiting between the NAIC sessions in New York City, John A. Lloyd, Union 
Central Life; Superintendent C. L. Leggett of Missouri; Commissioner T, J, Gij. 
looly of West Virginia, and Clarence L. Peterson, Union Central Life. 








H&A Conference 
Publishes New Book 
on Non-can A&H 


Health & Accident Underwriters 
Conference has published a new book 
on non-cancellable A&H, independent- 
ly researched and written by an insur- 
ance educator, O. D. Dickerson, insur- 
ance instructor at the business school 
of the University of Pennsylvania. The 
book, “Long Term Guaranteed Renew- 
able Disability Insurance,” is pub- 
lished under the auspices of a fund set 
up as a memorial to the late Harold 
R. Gordon, managing director of the 
conference. 

Mr. Dickerson has taught insurance 
courses for New York Life and Prov- 
ident Indemnity Life along with his 
regular work at the university. 

The conference executive committee 
calls the book “a constructive and sig- 
nificant addition to the literature of 
personal insurance. Mr. Dickerson’s 
book will add substantially to the 
wider understanding of the problems 
of non-cancellable guaranteed renew- 
able insurance and will point the way 
to the further development and ex- 
tension of this type of A&H insurance.” 
Research and preparation for the book 
took almost two years. 

The memorial fund is used to spon- 
sor worthy and educational projects in 
the A&H field. Money was contributed 
shortly after Mr. Gordon’s death in 
1948 by companies, friends and associ- 
ates. 

This is the second published project 
of the fund. The first was a cash award 
to C. M. Daniel, actuarial rate analyst 
of Hardware Mutual Casualty, for his 
paper on group rate making for small 
insurers. 

A committee composed of E. J. 
Faulkner, Woodmen Accident & Life; 
C. O. Pauley, conference consultant, 
and J. W. Scherr Jr., Inter-Ocean, is 
studying additional projects that will 
qualify under the principles establish- 
ed for use of the fund. 

Mr. Dickerson’s book may be pur- 
chased from the conference executive 
office at $2 a copy. 





Bankers National Names 
Monahan to Agency Post 


Bankers National Life has appointed 
John B. Monahan Jr. field supervisor. 
He has been co-general agent at Eliza- 
beth, N.J., and was with Prudential 
before joining Bankers National. 





To Study Company Name 


Securities and exchange commission 
will hold a hearing Dec 21 to determine 
whether the name of Government Per- 
sonnel Mutual Fund, Inc, Washington, 
D. C. implies any connection with the 
government or with Government Per- 
sonnel Mutual Life. 


Mutual Benefit H.&A. 
Polls Policyholders 


on Company Service 

Mutual Benefit H.&A. has polled its 
nearly two million policyholders for 
an evaluation of the company’s per. 
formance. 

In a report to the board, President 
V. J. Skutt said 96.35% of those who 
replied to the survey answered “yes” 
to the key question: “Are you satis. 
fied with Mutual of Omaha’s over-all 
service?” 

He said those who had a complaint 
are being contacted to find out what 
the company can do to eliminate the 
cause. 

Mr. Skutt said the survey was con- 
ducted because he thought the time 
had come for serious self-examination 
in the A&H field. 

“The companies selling A&H insur- 
ance, including some of the largest and 
oldest insurance organizations in the 
country, have been cited by the federal 
trade commission for allegedly mis- 
representing the terms of their policies 
in their advertising,” he said. “The 
companies have steadfastly denied the 
charges. We decided to find out what 
the people most concerned—our poli- 
cyholders—think about what we are 
doing.” 


_—— 


Travelers Names Roach 
and Four in Group 


Travelers has appointed John J. 
Roach secretary of the branch office ad- 
ministration department, Floyd M. 
Ineson, Sherwood J. Robb, Bernard S. 
Goodrich and Raymond A. Manning 
assistant secretaries of the group de- 
partment. 

Mr. Roach joined the office mana- 
ger’s department at St. Louis in 1930 
and has been assistant secretary since 
1954. ; 

Mr. Ineson joined the actuarial de- 
partment in 1925 and has been chief 
underwriter in the group pension di- 
vision of the group department. 

Mr. Robb joined the group depart- 
ment in 1928 and has been admini- 
strative assistant in the group depatt- 
ment since 1954. 

Mr. Goodrich joined the statistical 
section of the group department in 
1930 and has been chief supervisor 
since 1947. 

Mr. Manning joined the group de- 
partment in 1946 and has been chief 
underwriter in the group pension di- 
vision since 1953. 





Equiowa Sets 11-Month Record 
Equitable Life of Iowa’s production 
for the first 11 months totaled $128,- 
205,196, up 11.5% over the same 1954 
period and an all-time 11-month rec- 
ord. November paid business total 
$11,228,851, a gain of 9.2%. 
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NAIC Speaks Out for State Supervision 
of Variable Annuities if They're Issued 


NEW YORK—Though the National 
Assn. of Insurance Commissioners 
took a strictly neutral attitude on the 
variable annuity last week, it took the 
clear-cut position that if variable an- 
nuities are going to be written the 
NAIC believes that “supervision over 
the company, including the issuance 
and sale of variable annuity contracts, 
should come under the jurisdiction 
of the state insurance department.” 

This wording was part of the rec- 
ommendations of the NAIC variable 
annuity subcommittee. The recom- 
mendations were approved by the life 
committee and later by the NAIC it- 
self. : 

This action of NAIC in staking out 
a claim for state jurisdiction over vari- 
able annuity plans was a source of 
considerable relief to variable annuity 
proponents and even to opponents who 
recognized what could happen if juris- 
diction were left up in the air or 
waived by NAIC. It is appreciated 
that unwillingness to regard the vari- 
able annuity as an insurance cover- 
age could result in confusing the pub- 
lic by reason of variable annuity sales- 
men and fixed-dollar annuity sales- 
men being responsible to different au- 
thorities. 

Two of the subcommittee members 
—Chairman Pryatel, Ohio, and Holz 
of New York—believe it “more de- 
sirable to limit the sale of such con- 
tracts to separate and distinct com- 
panies limited to such activity” if vari- 
able annuities are to be written. The 
other member, Howell of New Jersey, 
would not go along with this recom- 
mendation. He believes that legisla- 
tion should permit any life company 
that wants to to write the variable 
annuity. He has endorsed the legisla- 
tion that Prudential is seeking in New 
Jersey. 

However, the fact that Superintend- 
ents Pryatel and Holz did not con- 
demn the issuance of variable annui- 
ties by regular life companies but only 
consider the confining of them to spe- 
cialty companies as being “more de- 
sirable” is pleasing to the variable an- 
nuity’s friends. Absence of any real 
expression of opposition to the writing 
of variable annuities by regular life 
companies, combined with the fact 
that a change of one vote in the sub- 
committee would have changed the 
preference, is the ground for believ- 
ing that this preference would not be 
too great a factor when it comes to 
getting bills through the legislatures. 


In its analysis of the variable annu- 
ity situation, the subcommittee point- 
ed out that recognized leaders in the 
industry are found on either side of 
the question and “so divided is this 
opinion that the trade associations in 
the life insurance field thus far have 
been unable to come forward with 
any concrete recommendations toward 
the solution of this problem.” 

The subcommittee’s recommenda- 
tion was that NAIC take no action 
either approving or disapproving the 
sale of variable annuities by life com- 
panies at this time. 

“However,” the report continued, “if 
any state permits the sale of variable 
annuities, it is recommended that such 
approval be conditioned upon the en- 
actment of special legislation that will 


embody safeguards that will protect 
the public. Such provisions should be 
drawn after due consideration of the 
following: 

“1. Whether variable annuities 
should be sold only by a separate and 
distinct company or whether their sale 
should be permitted by life insurance 
companies. In this connection, a ma- 
jority of the subcommittee believes it 
is more desirable to limit the sale of 
such contracts to separate and dis- 
tinct companies limited to such ac- 
tivity. 

“2. That a balance between fixed 
dollar income and variable annuities 
should be achieved and maintained. 

“3. Regulation and establishment of 
standards for investments should be 
carefully spelled out to include, but 
not be limited to, the following: (a) 
prohibit investment in the common 
stock of any insurance company, na- 


tional or state bank or trust company; 
(b) limit investment in common stock 
or shares of any corporation, joint 
stock association, or business trust in 
an amount not in excess of 3% of its 
total issued and outstanding common 
stock or shares of such corporation, 
association or trust; (c) prohibit in- 
vestment in shares of common stock 
unless the earnings available for divi- 
dends of the issuing corporation meet 
prescribed standards and _ provided 
further that the corporation has main- 
tained an earning or dividend record 
for a specified number of years; (d) 
outlaw investment in any common 
stocks or shares which at the time of 
investment are not registered on a 
national securities exchange as pro- 
vided in an act of Congress of the 
United States entitled securities ex- 
change act of 1934, approved June 6, 
1934, as amended; (e) prohibit con- 


flicts of interest, including any be- 
tween officers and directors of the 
variable annuity company -and the 
corporation whose stock is purchased. 

“4. Supervision over the company, 
including the issuance and sale of 
variable annuity contracts, should 
come under the jurisdiction of the 
state insurance department. 

“5. Standards should be prescribed 
for contract forms and applications 
therefor which cannot be used until 
the insurance department has ap- 
proved them. 

“6. The corporation should report 
annually to all variable annuitants 
after the text and format of such re- 
port has been approved by the com- 
missioner. 


“7, The corporation should be sub- 
ject to statutes prohibiting discrim- 
ination, misrepresentation, estimate of 
prospective benefits, and the unfair 
trade practice act. 

“8. In order that purchase of vari- 
able annuities should not be used as a 
means of stock market speculation, 
payment of cash values in a lump sum 
should be prohibited and, instead, pay- 


(CONTINUED ON PAGE 18) 








We Have the 


Every alert life underwriter finds ‘‘live 
ammunition”’ in the Central Standard 
Life’s agency kits. Guaranteed low cost 
protection, mortgage cancellation, re- 
tirement income, ‘‘jumping juvenile’’... 
just a few of the competitive modern 
policy plans geared to meet the needs 
of today’s expanding market. 


You will be “right on the target’”’ with 


Grunded (905 — 


211 W. Wacker Drive 
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renewals. 


“Ammunition” 


essentially simple, field tested sales 
aids . . . direct mail, sales brochures, 
referred leads. 


There is ‘‘no limit’’ on your income with 
our new agency contract .. . top first 
year commissions and vested life time 


If you want to score a ‘‘direct hit from 


now on’’... 


Write, wire or phone Claire L. Gsell, Agency Vice President 
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A&H Seminar 
Set for Feb. 7-9 


Broadened group coverage and its 
potential extension will be primary 
topics at the educational seminar on 
group A&H insurance Feb. 7-9 at the 
Biltmore hotel, New York, under the 
joint auspices of Bureau of A&H Un- 
derwriters and H.&A. Underwriters 
Conference and under the joint di- 
rection of the educational seminar sub- 
committee of the group and statutory 
disability insurance committee of the 
bureau and the group meeting program 
subcommittee of the group committee 
of the conference. 


s e e 

Workshop sessions will be held on 
coverage on groups of less than 25 
lives, student accident coverage and 
similar lines, trade association group, 
major medical coverage and its integ- 
gration with a base plan insured by 
another insurer, special underwriting 
problems arising in particular states 
or cities, conversion of hospital, surgi- 
cal, and medical expense on termina- 
tion of group, professional associa- 
tion group, techniques in coping with 
excessive medical and hospital charges, 


coverage for retired employes and de- 
pendents, promotion of policyholder 
and employe appreciation of group 
plans, and aids in policyholder edu- 
cation. 

The program was prepared by the 
bureau-conference committee, M. D. 
Miller of Equitable Society and R. C. 
Knoblock of Washington National, co- 
chairmen. 


Mass. Mutual Appoints 


Canney, Gibson, Bunten 


Massachusetts Mutual Life has ap- 
pointed George G. Canney director of 
group pensions, William C. Gibson as- 
sistant director of group pensions, and 
K. Robert Bunten Jr. assistant counsel. 

Mr. Canney, who joined the company 
in 1929, was appointed group depart- 
ment supervisor in 1948, manager of 
the group pension administration divi- 
sion in 1951 and assistant group secre- 
tary last year. 

Mr. Gibson, with the company since 
1951, was named assistant manager of 
group pension sales in 1952 and man- 
ager last year. 

Mr. Bunten was appointed attorney 
in 1954, after three years with a Boston 
law firm. 
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“I NEVER GAVE IT 
MUCH THOUGHT” 


You should, Mister Agent... 
Our training, topnotch sales aids 
and individualized policies to 
meet individual needs are 
designed to make 


more money for you under 
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Mutual Changes Titles 
of Some Senior Officers 


Mutual of New York has discontin- 
ued the title of “manager” as a senior 
officer designation. Senior officers on 
the home office staff who held that 
title have been designated 2nd vice- 
presidents. Their duties remain the 
same. 

As a result of the action, these sen- 
ior officers now are 2nd vice-presi- 
dents, Harold W. Anway, farm mort- 
gages; Edward C. Danford, sales; A. H. 
McKinley, policy payment; Philip A. 
Russell, securities investment; J. M. 
Wickman, A&H; George Wilgus, per- 
sonnel, and Dr. Richard L. Willis, 
chief medical director. 


AMA Opposes Provisions 


of Proposed SS Bill 


WASHINGTON—The house of dele- 
gates of American Medical Assn. has 
taken a position of opposition to pro- 
visions of the House-passed social se- 
curity bill for OASI retirement bene- 
fits for totally and permanently dis- 
abled covered persons at age 50 and 
for extension of OASI to totally and 
permanently disabled children beyond 
age 18. 

AMA said the bill would be a “sig- 
nificant step” toward converting the 
OASI benefit system to a medical care 
program and it would eventually 
carry tax burdens so heavy that “our 
national economy might be threatened.” 








Munroe R.I. General Agent 


for Mutual Trust Life 


Mutual Trust Life has appointed 
William FE. Munroe Rhode Island 
general agent with headquarters at 
Providence. 

Mr. Munroe for four years was with 
the Hartle agency of Prudential. 





Bankers, Iowa, Already 
Ahead of 1954 Sales Mark 


Bankers Life of Iowa’s November 
sales exceeded $7 million, an increase 
of 26% over the same month a year 
ago. With December business still to 
be counted, sales this year are up 
nearly $3 million over the entire best 
previous years. 

Sales through November of $61,305,- 
752 are a gain of 16% over the same 
1954 period. 





Mildred Stone Writes Job Brochure 

Mildred F. Stone, staff assistant to 
the president of Mutual Benefit Life, 
has written a brochure on job oppor- 
tunities in the life insurance business. 
It gives a brief history of the field and 
its expanding services and describes 
some of the opportunities open to high 
school and college graduates 











Representing American Life Con- 
vention at the New York City meeting 
of NAIC were W. Lee Shield, associate 
legal counsel, and Ralph H. Kastner, 
general counsel. 


Schwartz President of 
Union Casualty & Life 


Joseph Schwartz has been electeg 
president of Union Casualty & Life to 
succeed Alfred B. 
Lewis, who wil] 
continue as ag 
board member, 

Mr. Schwartz 
joined Beneficial] 
Standard Life as 
vice-president jn 
1953. Beneficia] 
Standard recently 
purchased major. 
ity interest in 
Union Casualty & 
Life which wil] 
soon launch a ter- 
ritorial expansion plan. 

Mr. Schwartz entered the business 
in 1932 and has been an agent, general 
agent and home office executive of 
various life companies. He was engag- 
ed exclusively in the pension trust and 
profit sharing field for 12 years. After 
seven years as superintendent of the 
pension trust department of Occidental 
Life of California, he set up his own 
consulting firm. 





Joseph Schwartz 








more and more 
men and women 
of many lands are 
taking advantage 
of the benefits of the 


unique, personalized 
service of the 


SUN LIFE ASSURANCE | 
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Hotel Fontainebleau at Miami Beach, host to Combined Group of Companies’ 1955 Managers’ Miami Conference 


ontainebleau 


Oceanfront, 44th to 48th Streets, Miami Beach, Florida 
America’s largest and finest resort-hotel, cabana and yacht club, on 
the former Firestone estate . . . a masterpiece of design, air- 
conditioned comfort, and hospitality supreme, curving majestically 
above the ocean and bay. The Fontainebleau will be headquarters 
for the Combined Group of Companies’ 1955 Managers’ Miami Con- 
ference to be held in December. 
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against un- 
substan - 
jated claims ad- 
vanced after the 
insured’s death by 
would-be benefi- 
ciaries has been 
seriously w e ak - 
ened by a recent 
New York ccurt of 
appeals decision, 
a situation not im- 
proved by a more 
recent decision of 
the same court, ac- 
cording to Albert Hirst, counsel of 
New York State Assn. of Life Under- 
writers. 

Mr. Hirst, who drafted New York’s 
creditor exemption statute and the 
statutory provision that beneficiary 
designations must be in writing, filed 
amicus curiae briefs in both cases on 
behalf of the state association, as he 
has in many other cases for the state 
and national associations. 

In the earlier case, Katzman vs. 
Katzman, the insured died in an acci- 
dent. The widow contended, without 
any supporting evidence, that her hus- 
band told her she was to have the 
proceeds of a certain Aetna Life pol- 
icy but that two years before his death 
he purloined it without her knowledge 
and made his sister the beneficiary. 

The court of appeals decided, four 
to three, in favor of the widow, even 
through the sister was the named bene- 
ficiary and had physicial possession 
of the policy. 

This decision, Mr. Hirst points out, 
violates the very clear provision in 
the law that a beneficiary designation 
is not valid unless it is in writing. The 
provision was placed in the law in 
1943 to thwart fictitious claims to pol- 
icy proceeds based on alleged oral 
agreement on the part of the insured 
to give the policy to the claimant. 
The statute applies whether the trans- 
fer is for a consideration or not. It is 
subsection 9 of the group of provisions 
known as the statute of frauds. 


The subsection lists among the con- 
tracts required to be in writing “...a 
contract to assign or an assignment 
with or without consideration to the 
promisor of a life or health or acci- 
dent insurance policy, or a promise, 
with or without consideration, to name 
a beneficiary of any such policy.” 

In the more recent case, McNamee 
vs Griffin, the court of appeals de- 
cided unanimously that the insured’s 
landlady had no right to the proceeds 
of a group certificate that she con- 
tended the insured had orally assigned 
to her in return for nursing service. 
She had possession of the group cer- 
tificate. Thus, if possession is to be 
regarded as a factor, it was in the al- 
leged oral assignee’s favor in the Mc- 
Namee case but not in the Katzman 
case. 

The court’s reasoning in the Nc- 
Namee case, in which its decision ac- 
corded with subsection 9 of the stat- 


Albert Hirst 











ute of frauds, might have served to 
undo the damage done by the Katz- 
man decision but the court gave its 
decision without opinion in the Mc- 
Namee case, Mr. Hirst points out. It 
Is obvious, he believes, that the court 
simply allowed itself to be swayed by 
sentiment in the Katzman case, giv- 





N.Y. Decision Weakens Law’s Protection 
| Against Fraudulent Claims to Proceeds 


NEW YORK—The security of bene- ing priority to the widow’s claim over 
- ficiary designations in New York state that of the insured’s sister but ignor- 


ing the vast harm done to countless 
other beneficiaries whose written des- 
ignations are now made vulnerable to 
spurious claims by the Katzman de- 
cision. 

Mr. Hirst feels that the court of ap- 
peals decision in the McNamee case 


was right and its decision in the Katz- 
man case wrong. The latter decision 
was contrary to the plain and simple 
language of the statute as pointed out 
forcefully by the three minority judg- 
es who dissented in the Katzman case. 
Mr. Hirst thinks that the court ne- 
glected its duty to the public and the 
legal profession when it decided the 
same problem one way in July and 
the other way the following November 
without clearly explaining why it de- 
cided one case one way and the other 
one the other way. 
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Service! 


THIS “STAR OF THE NORTH” insignia 
marks a company with a friendly family 
attitude of mutual helpfulness . . . a com- 
pany which gives more than lip service to a 


THIS FORMULA for successful life in- 
surance selling is based upon (1) The right 
combination of organized sales methods, 
(2) Tested and proven presentations aimed 
at selling life insurance to fit specific needs, 
(3) Dramatic, convincing visual sales aids 
that really work, (4) And, above all, shirt 
sleeve down-to-earth help from Home Office 


ay Ved a 
THE NORTH 






men 


results. 


IN ADDITION, our 
writing Division recently has applied these . 
same principles to the unlimited frontiers of 
Programming; Pension and Profit-Sharing 
Plans; Estate Planning; Wills and Trusts; 
Taxes; and, in a unique way, Business 


Insurance. 


What makes the Katzman decision 
particularly bad is that even if legisla- 
tion is enacted now to correct it, it 
will be a dozen years or so before the 
correction can catch up with the er- 
ror, Mr. Hirst points out. This is so- 
because the federal constitution bars 
any law that would impair obligations 
of contract. It is for that reason that 
although the subsection requiring life 
insurance beneficiary changes to be 
in writing was added to the New York 
statute of frauds back in 1943, cases 

(CONTINUED ON PAGE 21) 









demonstrating how these 


Advanced Under 


TOP THIS OFF with a better paying in- 


centive contract, incorporating an unusual 


combination of persistency fees, and you 


with... 


have the reasons why the “Star of the 
North” is the guiding light to many a 
successful agent who has found himself 
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Gain of 33% Is Seen, 


Ad Groups Aim to Reach This Goal 
In 10 Years; Effective Selling Urged} 
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WE ARE IN THE MIDST of the most prosperous 
period our nation has ever seen. Gross national 
product, employment, disposable income, business 
and construction activity—all are climbing to new 
highs. Our standard of living is better than ever— 
more families have homes of their own, our chil- 
dren are better educated, our aged live longer. And 
the future holds out the promise of progress toward 
an even more prosperous, fuller life for all. 


An Obligation to Grow 


To justify their existence as a vital social and 
economic force, life insurance companies must 
reach an ever-increasing area of the public in need 
of their services. Otherwise, they lose their markets 
by default to agencies outside the life insurance 
business which constantly press in to fill the 
vacuum of unfulfilled economic need. 


What Home Life Is Doing 


A pioneer in the field of planned family life 
insurance, Home Life has specialized in “Planned 
Estates” service as a company-wide operation since 
1933. We see in today’s economy a greater need 
than ever before among American families for the 
type of service we offer. For, while employment, 
family income and national productivity have been 
skyrocketing over the past 15 years, life insurance 
protection purchased by the people has not kept 
pace. 

As Home Life President William P. Worthington 
has pointed out, “The next ten years present a 
challenge—an opportunity for business advance- 
ment that has never been equalled in our lives. If 
there was ever a time for company growth, this is 
it.” 


December 3, 1955 











\ 








9, 1955 


2rous 
ional 
‘iness 
new 
yer— 

chil- 

And 
ward 


and 
must 
need 
rkets 
ance 
the 


life 
nned 
3ince 
need 
r the 
nent, 
been 
ance 


kept 
gton 


nt a 
ance- 
»s. If 
is is 








December 9, 1955 





LIFE INSURANCE EDITION 








= 


Ever a Time for 


Growth, This Is It... 


The Ten-Year Plan 


But sound growth requires long-range planning. 
So Home Life last March introduced some exten- 


sive plans. It, in fact, set down in black and white. 


a step-by-step program for expansion called the 
“Ten-Year Plan for Building Business Sources.” 

Recognizing a tremendous increase in Home 
Life’s market, the Ten-Year Plan is an organized 
program for increasing the number of our Field 
Underwriters and agency offices to serve this new 
market adequately. The Plan recognizes the funda- 
mental idea that the Home Life agency manager 
and Field Underwriter are the prime movers in the 
purchase of life insurance and that this company’s 
progress over the next ten years, as in the past, will 
be measured in terms of their numbers and their 
success. So, the Plan calls for Home Life’s expan- 
sion to 18 new market areas with three new agen- 
cies each year for the first five years and five new 
agencies each year thereafter until 1965—with a 
proportionate increase in the manpower of present 
agencies. We know where we are going in the next 
ten years and how we are going to get there. 


Management Opportunity 


More manpower, more agencies, more market 


W. P. Worthington, President 


areas—all add up to a tremendously increased need 
for qualified management personnel. It is estimated 
that in the next ten years the company will have a 
total of 55 agency manager openings. In line with 
our established policy of advancement from within, 
the majority of these openings will be filled from 
our own ranks, All Home Life men who are in- 
terested in management and have the necessary 
qualifications will have a splendid opportunity to 
develop their managerial capacities. 

In the occasional instance where a man with 
managerial experience gained elsewhere in the 
business is considered, no offer will be made unless 
we are convinced the individual is “gomg our 
way.” We will always follow the “good neighbor 
policy” of handling the matter with the man’s 
company just as we would want it handled with 
us were the situation reversed. 


Send for Booklet 


Details of Home Life’s Ten- 
Year Plan for Building Bus- 
iness Sources are contained in 
a special reprint from Home 
Lire Magazine. You may re- 
ceive a copy by writing to the 
Agency Department. 





HOME LIFE INSURANCE COMPANY 
256 BROADWAY, NEW YORK 8, NEW YORK 


J. H. Evans, Vice Pres. and Mgr. of Agencies 
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5 » . . week will probably remain as long as it 
Prudential Predicts Spending for Goods, Seow Uno pincet  ee as Mutual Names Brubake, 
Services Will Reach $410 Billion in ‘56 even below its present extremely lw Goldsmith, Wahlstrom, 
The value of all goods and services be planned for the long pull, with level. Buenz: Brown Retires 


produced in the U.S. is expected to 
reach an unprecedented high of $410 
billion in 1956, according to a detailed 
economic forecast made by Prudential. 

This represents a $15 billion increase 
over the estimated current record rate 
of spending by the public, private busi- 
ness, federal and local governments. 
An upsurge in consumer buying, a 
heavy volume of capital expenditures 
for industry and a rise in outlays for 
highways, schools, other state and 
municipal facilities will be largely re- 
sponsible for the new mark. 

The forecast, prepared annually by 
Economist Gordon W. McKinley and 
his staff, says that “although anti-in- 
flationary efforts have thus far been 
successful, there are indications of in- 
creased price pressure in the months 
ahead.” They conclude that consumer 
prices are likely to inch forward. 

A convincing indication of the up- 
surge in the economy is the confidence 
of business men in the future. More are 
realizing that capital investment must 


little weight given to intermediate 
cyclical fluctuations in business ac- 
tivity, the forecast said. “These new 
attitudes constitute one of the most im- 
portant changes in our economy in 
vecent years.” 

In comparing the major segments of 
1956’s economy with those of 1955, the 
report predicts a rise of $13 billion in 
personal income, an increase of $11 bil- 
lion in consumer spending, a rise of 
$3 billion in business capital expendi- 
tures with a continuation of the cur- 
rent rate of business inventory spend- 
ing which will be more than offset by 
an increase of $2 billion at state and lo- 
cal government levels. Total spending 
on residential construction is expected 
to remain at current high levels even 
though new housing “starts” may de- 
cline from 1.3 million in 1955 to 
1,150,000 in 1956. 

Growth of the labor force is pre- 
dicted, although by a smaller amount 
than during the past year. Average 
hourly rates will rise and the work 
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Total Disability—benefit / 
periods of 12-24-60-120/ 
months or lifetime. 
Partial Disability 
(optional}—one-half the 
monthly indemnity 
following total disability 
up to 6 months. 
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KEEP YOUR EYE 


BERKSHIRE 


LIFE INSURANCE COMPANY 
PITTSFIELD, MASS. « A MUTUAL COMPANY « CHARTERED 1851 


~ NEW B&H SALES MAKER! 
_ BERKSHIRE’S NON-CAN 


Offering a wide market— 
7 occupational classes 
but only 3 premium ~ 
classes—and these. 
ACCIDENT attractive benefits NN > 








SICKNESS 


\ Total Disability—benefit 
\ periods of 12-24-60-120 





} } months. Elimination 
J | Periods: 7-14-30-60-90 


4 days. ; j 
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SPECIAL I ree guaranteed renewable to Age 65 

49 -Wh0) 03-98 Incontestable-after.2-years © House confinement 
never.required ® Waiver of premium after 90 days 

“@Non-prorating e Non-aggregate , 
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“To make all A & H 
prospecting simpler, more 
effective, Berkshire has 
created the “SALES SIGHT 
SCORE KIT’—the most 
complete aid ever produced 
for the sale of Non-Can 
and Commercial A & H. 








“On the basis of these factors, we 
estimate that the labor and salary com- 
ponent of personal income will rise by 
about 542%. Although the other com- 
ponents of personal income—rent, in- 
terest and profits—will not rise as 
rapidly, total personal income will 
nevertheless still be up by about 4142% 
in 1956—an increase of over $13 bil- 
lion.” 

Not all of the increase will be re- 
flected in consumer spending. Part of 
it will be used to pay off previously 
incurred debts, and the public will 
probably save more of its income in 
1956 than this year. 

Noting the probability of a reduction 
in personal income tax rates in 1956, 
the forecast points out that this might 
add about $2 billion to spendable in- 
come. 

Considering the higher personal in- 
come, a slower rise in consumer debt, 
the increased savings, and the income 
tax cut, Prudential economists estimate 
that the public will boost its spending 
by $11 billion next year, providing 
strong support to over-all prosperity. 


Okays Conn. General, 


National Fire Merger 


_Commissioner Spellacy of Connec- 
ticut approved the merger of Connec- 
ticut General Life and National Fire 
following a public hearing in Hartford. 
Frazar B. Wilde, president of Connec- 
ticut General, said that his company 
had considered the desirability of 
acquiring a fire and casualty affiliate 
for several years. H. B. Collamore, 
president of National Fire, said he 
regarded the payment of one share of 
Connecticut General for 31 shares of 
National Fire as fair and reasonable. 
National Fire stockholders who accept 
the exchange do take a_ substantial 
reduction in current income, Mr. 
Collamore commented. but there are 
advantages which more than outweigh 
the reductions in income. The com- 
bined companies have great earning 
potentials, he said. 


L. & C. of Tenn. Buys Computer 

Life & Casualty of Tennessee has 
purchased a Remington Rand elec- 
tronic computer for the home office 
at a cost of $1.5 million. 

The computer will be used for com- 
pany accounting and will be offered 
to other businesses on a_ contract 
basis. A supervisory subsidiary cor- 
poration, Electronic Services, Inc., has 
been formed. President Guilford Dud- 
ley Jr., Chairman Paul Mountcastle 
and Kenneth Ward-Smith, chief act- 
uary, are officers of the subsidiary 
corporation. 


Mutual of New York has appointg 
Neal D. Brubaker and Stuart Golg. 
smith managers at Detroit, Jerome V 
Wahlstrom manager at Flint, Mich, 
and Louis A. Buenz manager at Oak. 
land, Cal. Charles E. Brown, Manager 
at Grand Rapids since 1938 and wit, 






a a 


Neal D. Brubaker Louis A. Buenz 
the company 30 years, has retired yp. 
der the disability provisions of the se. 
curity and retirement program. 

Mr. Brubaker succeeded O. Embry 
Moats, who recently was named map. 
ager at Chicago. Mr. Brubaker joing 
the company in 1947 and was appointed 
assistant manager at Cleveland in 195). 
He has been a training assistant at the 
home office since early this year. 

Mr. Goldsmith will become Manager 
of a new agency, the second one in De. 








Stuart Goldsmith 
troit, on Jan. 1. He joined the company 
at Cleveland in 1951 and was named 
assistant manager at Detroit in 1953. 
He now is on the field training staff 
at the home office. 

Mr. Wahlstrom will become manager 
of a new agency in Flint on Jan. 1. He 
joined the company in 1949 at Minne- 
apolis and was advanced to assistant 
manager in 1951. He was named train- 
ing assistant last year. 

Mr. Buenz_ succeeds Norman L. 
Horner, who resigned. Mr. Buem 
joined the company in 1948 and wa® 
advanced to assistant manager at Des 
Moines in 1949. He was appointed 
training assistant in 1954. 


J. V. Wahlstrom 
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A letter, wire or phone call will bring the man from 
Old Republic to your desk with full information. 





support—forever—can cause turmoil that 


Your customers want a service that preserves 

financial stability of a household at such times. 

Old Republic’s new Critical Period plan guarantees 36 
months’ payments if the borrower dies, and 12 months’ 
payments in case of disabling accident or illness. 
Because of its low cost, absence of premium differential 
for age, lack of medical examination requirement and 
simplicity in handling, it’s good business for borrower 
and lender alike. No extra help is required. 


* 


is a Long Time 


And the loss of major household 


may disrupt lifelong plans. 


IT LIFE INSURANCE CO. 
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FTC Jurisdiction 
Lacking in 44 
States, Hier Rules 


WASHINGTON—A federal trade 
commission examiner, Frank Hier, has 
made what appears to be a significant 
and favorable ruling for the insurance 
business by declaring that FTC does 
not have jurisdiction over A&H ad- 
vertising when it is adequately reg- 
ulated by the states. 

This is not a final decision of the 
commission and may be appealed. FTC 
can reject or adopt Mr. Hier’s ruling. 

Examiner Hier said FTC jurisdic- 
tion is limited—in other than mail 
order cases—to Montana, Mississippi, 
Missouri, Rhode Island and District of 
Columbia where regulation of A&H 
advertising is inadequate. He said the 
McCarran act withdraws federal con- 


etired un. & trol and “sanctions state control of the 
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business of insurance of every phase 
thereof except where such state reg- 
ulation is either as a matter of fact or 
of law, impossible or clearly ineffec- 


tive...” 

Mr. Hier granted a motion of Fed- 
eral Life & Casualty of Battle Creek 
to limit FTC false A&H advertising 
charges against the company to its 
activity in Mississippi, Rhode Island 
and District of Columbia. The com- 
pany does no business in Montana and 
there is no evidence that it advertises 
in Missouri, he said. 

FTC counsel in support of the com- 
plaint has filed notice of intention to 
appeal the interlocutory order to the 
commission. Thus, the issue of juris- 
diction will be before the commission 
for the first time since litigation began 
with the issuance of the first com- 
plaints in 1954. 

Mr. Hier said the ‘model bill’ fully 
regulates the practices charged within 
the state, with appropriate prohibi- 
tions, enforcement and penalties. The 
bill has been enacted in 36. states. 
Eight other states have laws that vary 
somewhat in language but which the 
hearing examiners believe adequately 
prohibit false, misleading or deceptive 
advertising. 

FTC counsel argued that dual con- 
trol by state and federal authorities is 
compatible and that “federal jurisdic- 
tion complements and supplements 
state regulation rather than invalidat- 
ing, impairing or superseding.” 

Mr. Hier, rejecting this argument, 
said it requires no imagination to vis- 
ualize a situation where the respon- 
dent’s advertising is held not to be 
false by the state and then have FTC 
“step in and bar the dissemination in 
that state of the same advertising.” 
In such a case, to say that this action 
has not “superseded” state law “is to 
do violence to common sense.” Such 
an application of general federal 
statute “flies in the very teeth of the 
unequivocal prohibition of the Mc- 
Carran act” and is not compatibility 
but supersession. 





J. R. Henderson to Sales 
Post for Old Line Life 


James R. Henderson has joined Old 
Line Life’s home office as supervisor 
of sales training. For five years he 
held a similar position with Benefit 
Assn. of Railway Employees in Chicago 
where he revised and extended the 
A&H and hospital training course and 
prepared a course for life agents. 

Mr. Henderson also has had experi- 
ence as an agent. 
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ATTRACTIVE 
JUVENILE CONTRACTS 


With his complete line of juvenile con- 


tracts, the LNL man can sell the Junior 


THE 


Estate Builder, educational endowments, 
ordinary or limited pay life, endowment 
at 65, short-term endowments, and single- 
premium life or endowment plans. These 
policies are issued from date of birth. The 
popular payor benefit is available even to 


substandard risks. 


This complete fine of liberal juvenile 
contracts provides another reason for our 
proud claim that LNL is geared to help 
its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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Beginner? . . . or Twenty-Year Man? 


YOUR TRAINING IS CONTINUOUS 


when you’re a Modern Woodmen Agent 


Ask any: Modern Woodmen Agent... 
new man or veteran . . . he'll tell you 
of a continuous training program which 
makes for a profitable career. 


He'll tell you about Modern Woodmen's 
basic training in the office . . . how this 
is immediately followed by on-the-job 
training with actual sales interviews with 
a successful, experienced sales manager. 


He'll tell you about Home Office ad- 
vanced training, which thoroughly schools 
the Modern Woodmen Agent in the 
principles, uses and applications of life 
insurance. 


He'll tell you that this training . . . on 
the job and in the office .. . is directed 


by capable personnel who have mastered 

every phase of life insurance selling 
. . men who keep abreast of the latest 

developments in the industry. 


Increased earnings and the opportunity 
to "get ahead" are built into the future 
of the Modern Woodmen Agent. If you 
want a career with a future . . . one that 
gives opportunity to use your talents 
to the fullest . . . there's a place for 
you at Modern Woodmen. 


MODERN 
WOODMEN 


OF AMERICA 


Life Insurance Since 1883 
Home Office Rock Island, Ill. 
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Newspaper Ads of 
Companies, Agents 
Increase 24.3% 


Newspaper advertising by insurance 
companies and agents, which has 
shown a strong upward trend in re- 
cent years, continues to increase this 
year at an accelerated pace, according 
. to the bureau of advertising of Amer- 
ican Newspaper Publishers Assn. 

Linage figures for the first nine 
months of the year indicate a jump 
of 24.3% over the same period last 
year. “These gains,” the bureau said, 
“are occurring not only in life insur- 
ance, but also in A&H, casualty, auto- 
mobile and other insurance fields.” 

The gain covers a list of 228 news- 
papers in 110 cities as measured by 
Media Records Inc. for the Bureau. 
Actual linage counts in these news- 
papers for the first three quarters 
were 11,888,565 in 1955, and 9,567,090 
last year. 

The bureau credited the rise to 
“growing recognition by insurance 
companies and their agents of the 


need to promote heavily in local mar- 
kets.” 

The bureau said a concerted cam- 
paign for advertising is being con- 
ducted by many newspapers among 
their local agents using a presentation, 
“The Cracker Barrel Days of Sales- 
manship Are Over,” prepared by the 
Bureau. All of the more than 1,000 
member newspapers of the bureau are 
equipped to show the presentation to 
local insurance people and to help 
them plan productive advertising cam- 
paigns in their communities, the bu- 
reau said. 


Nebraska Institute Hears 
Talk on LOMA Activities 


Some 130 members of home office 
staffs of Lincoln and Omaha companies 
attended a meeting of Insurance Insti- 
tute of Nebraska in Lincoln at which 
James H. Kohlerman described the 
activities of Life Office Management 
Assn. 

Mr. Kohlerman, who is educational 
director of LOMA, emphasized the 
necessity of the student to develop his 
personality and his social contacts as 
well as his technical knowledge of the 
business. 


















FOUNDED IN 1867 
iN DES MOINES 





INSURANCE SALES 


are increased and made more 
profitable through use of the 
_ Company's unique College In- 
. surance Sales Kit. This Kit, com- 
plete with a phonograph train- 
ing record, contains all the 
materials needed to make a 
convincing College Insurance 
presentation. It is one of four 
similar Kits, each based on field 
tested procedures which accel- 
erate the sales effectiveness of 
the career life underwriter. 


EQUITABLE LIFE 


INSURANCE COMPANY OF IOWA 






KEYED FOR 
CAREER LIFE 


UNDERWRITERS 





Planning for 1956 Is 


L. A. Supervisors Topic 


“Planning for 1956” was the theme of 
a panel discussion featured at a meet- 
ing of Los Angeles Life Agencies Su- 
pervisors Assn. Robert C. Hess, North- 
western Mutual, moderated, and the 
participants were W. H. Le Fevre, 
Union Central Life; E. E. Wekall, Pa- 
cific Mutual and J. T. Pratt, Fidelity 
Mutual Life. 

In searching out new men, Mr. Le 
Fevre said he considers the prospect’s 
appearance, manner of meeting others, 
personality, competitive spirit, apti- 
tude, work background and age. Mr. 
Wekall stressed that his agency is 
making its plans for increasing bus- 
iness next year on the basis of pre- 
miums paid, rather than on volume. 
Mr. Pratt cited four sources from 
which to get agent prospects—agents in 
office, colleges, centers of influence 
and new policyholders. 





Lauds Combination Agent 


“The life insurance business, every 
single agent, and the insuring public, 
owes a deep debt of gratitude to the 
combination agent,’ Donald A. Baker, 
managing editor, The Insurance Sales- 
man, told members of the Tri-County 
Assn. of Life Underwriters at the Nov- 
ember meeting. 

Mr. Baker, who is executive secre- 
tary of the Indiana and Indianapolis 
associations and Indianapolis General 
Agents & Managers Assn., added that 
if it weren’t for the combination agents 
who have been plugging away for 
years and years, the old idea that life 
insurance was the wealthy man’s lux- 
ury would probably still be the public’s 
feeling. 

“Instead,” Mr. Baker’ concluded, 
“life insurance today makes up the 
largest segment of the medium-income 
family’s estate, and serves as a buffer 
against the constant government 
——r to get into the life and A&H 
fields.” 





ABA Insurance Committee Names 
G. H. Hottendorf Deputy Manager 

George H. Hottendorf has been pro- 
moted to deputy manager in charge of 
the insurance and protective committee 
of American Bankers Assn., effective 
Jan. 1. He succeeds James E. Baum, 
who is retiring after having been in 
charge of the committee since 1924. 

Mr. Hottendorf joined the staff in 
1923 and was named secretary of the 
committee in 1947. 


N. E. Life New Training School 


New England Mutual Life held its 
first five-day coordinated estates 
training school for 10 supervisors and 
agents, who qualified tc attend on the 
basis of outstanding production rec- 
ords. Part of the expanded program of 
agents’ training covered programming, 
business insurance and pension plan- 
ning. 





Osler Warns Against 


Social Security Advances 


“The life insurance business as we 
know it today is being constantly 
threatened by competition and inter. 
ference by the federal government” 
Robert W. Osler, vice-president of The 
Rough Notes Co., Indianapolis, tolg 
members of the Indianapolis Assn. of 
Life Underwriters. 

“Competition from the federal goy- 
ernment can be readily demonstrateq” 
Mr. Osler warned, “by considering that 
social security, when it was started 19 
years ago, covered just a few million 
people for a maximum of $50 a month 
for retirement only. Today, we have a 
full-scale social insurance scheme pay. 
ing a retired couple $162.50 a month 
or a family as much as $200 a month 
and covering almost every person in 
the country. 

“The anticipated costs for social se. 
curity for this year alone are $5,855,- 
000,000; and the Cooper bill already 
has passed the House of Representa- 
tives that would bloat the cost to be- 
tween $6% and $7.8 billion the year 
afte~ it is passed. 

“The insurance business as a whole,” 
Mr. Osler concluded, “has committed 
a serious dereliction of duty by not 
telling the public the nature of socia] 
security, and pointing out how they are 
being exploited for political reasons 
only. It’s up to you to point out the 
fallacies in social security.” 


Hold Rally for Mich. Agents 


DEARBORN, MICH.—Some 200 
representatives of New York Life, in- 
cluding Michigan agents and officers 
of the company from New York, St. 
Louis and Cleveland, met here for a 
“Michigan Day” observance. 

Among the speakers were Dan £, 
Karn, Jackson, president of Consumers 
Power Co.; Harvey Campbell, execu- 
tive vice-president Detroit Board of 
Commerce, and Thomas Reid, director 
of civil affairs for Ford Motor Co. 

In addition to Dudley Dowell, ex- 
ecutive vice-president, company offi- 
cials on hand were Vern Stanford, 
divisional vice-president at Cleveland, 
and Melvin Brown, manager at Lans- 
ing. Pat Patterson, Lansing, was hon- 
ored as winner of the all-Michigan 
sales campaign. 








Life of Tennessee Changes Name 


The newly formed Life Ins. Co. of 
Tennessee has amended its charter 
of incorporation, changing the name 
to Capitol Life Ins. Co. of Tennessee. 
The change was made because of the 
similarity of the original name to 
that of Life & Casualty of Tennessee. 


A 1 million-share stock sale is being 
« 


planned. 


New York City CLU chapter was 
was addressed by Harold C. Rose, 
independent, New York City, at a 
luncheon meeting. 











GUARANTEE FUTURE PROTECTION 


With life insurance, carefully planned for your indi- 
vidual family needs by the Praetorians . . . experienced 


in protective benefits for over 55 years. 


SINCE 1898 


THE PRAETORIANS 
Life SI; nsurance 


DALLAS, 


TEXAS 
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Senators Show Interest 
in Federal Disclosure 


Laws for Union Funds 

WASHINGTON—The Senate labor 
subcommittee investigating union 
welfare and pension funds has shown 
heightened interest in the question of 
federal legislation to require publica- 
tion of detailed methods of corpora- 
tion financing of employe insurance, 
ension, health and welfare plans. 

General Motors Corp. has unwill- 
ingly told the subcommittee, headed 
py Sen. Douglas of Illinois, about its 
employes group plan. Testimony dealt 
with costs, reserves and dividends. 
Metropolitan Life is the insurer. Sen. 
Douglas said U. S. Steel also objected 
to divulging some information on the 
trust funds from which its welfare 
and pension programs are financed. 
Equitable Society carries the U. S 
Steel plan. Insurance executives said 
the company maintains a confidential 
relationship with the client. 

Sen. Douglas said the records of 
many unions have been examined 
when it “was a matter of public in- 
terest.” A majority of his subcommit- 
tee appeared to favor disclosure as a 
means of curbing abuses. 

Angelo Incisco, chairman of Amer- 
ican Continental of Chicago and pres- 
ident of United Automobile Workers 
local 286, AFL, appeared at the hear- 
ing with two armed bodyguards in 
response to a subpoena which he has 
failed to heed earlier. He was ordered 
to appear as the result of testimony 
that his union collected $6.15 a month 
in group premiums from 3,500 mem- 
bers but transmitted only $5.15 to the 
insurance company. 

The subcommittee looked into al- 
leged withholding of premiums on em- 
ploye plans for payment of commis- 
sions and administrative fees to New 
Jersey union officials and other per- 
sons. Sen. Douglas called them “kick- 
backs” and Sen. Allott of Colorado 
termed them “embezzled funds.” 

Subcommittee staff members also 
reported on investigations in Phila- 
delphia. 





North American Life 


Enjoys Record November 


North American Life of Chicago had 
sales of $6,231,335 in November, a 41% 
increase over November of last year. 
The company’s gain for the first 11 
months of 1955 is 56% over the same 
period in 1954. 

The November record resulted from 
a president’s campaign, the first to be 
staged in honor of Charles G. Ash- 
brook, who moved up to the presiden- 
cy from agency manager in February. 
Almost one-sixth of November’s busi- 
hess was produced Nov. 2, Mr. Ash- 
brook’s birthday. 





Fitzgibbon to Head New 
Oklahoma City Insurer 


American Founders Life is in the 
process of organization at Oklahoma 
City, to do a complete life and A&H 
business. 

Organizers include James R. Fitz- 
gibbon, president; William L. Douglas, 
vice-president and agency director; G. 
Y. Keetsch, vice-president and actuary, 
and John C. Andrews, secretary and 
treasurer. 

Mr. Fitzgibbon formerly was assist- 
ant agency vice-president of Standard 
Life & Accident of Oklahoma City. He 
IS a past vice president of Oklahoma 
City A&H Underwriters Assn. Mr. 
Douglas has served with Republic Life 
of Oklahoma and Republic National 
Life, the past six years as Oklahoma 
City manager for the latter company. 


Mr. Keetsch has served in actuarial 
positions with Pan-American Life, 
Travelers, and the Texas and Oklaho- 
ma insurance departments. He has been 
a consulting actuary in Oklahoma City 
since 1953. Mr. Andrews, who has been 
with the Oklahoma City law firm of 
Monsteller, Andrews & Loving, served 
as assistant Oklahoma insurance com- 
missioner in 1948. 


Old Republic Credit Life 


Now Old Republic Life 


Old Republic Credit Life has changed 
its name to Old Republic Life Ins. Co. 
by action of the stockholders at a spe- 
cial meeting in Chicago last week. 

Shareholders also approved a 10% 
stock dividend which boosts capital 
from $1,176,120 to $1,187,881. 








Aetna General Agents Meet 


Ninety general agents of Aetna Life 
in U. S. and Canada attended a three- 
day meeting at Hartford to discuss a 
wide range of topics in the life field. 

They were welcomed by Vice-presi- 
dent Henry S. Beers, who will become 
president in February. Vice-president 
Robert B. Coolidge was in charge of 
the meeting. Speakers included home 
office executives and general agents. 


THE 
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Treat Variable Annuity 
in Kiplinger Magazine, 


Dartmouth Publication 

Changing Times, the Kiplinger 
monthly magazine, carries a compre- 
hensive article on variable annuities in 
its December issue. It is an excellent 
exposition of the pros and cons, writ- 
ten in layman language. The magazine 
has offered to send sample copies to 
readers of THE NATIONAL UNDERWRITER 
who request them. The address is 1729 
H street, N.W., Washington 6, D.C. 

The variable annuity also is compre- 
hensively explored in a booklet pub- 
lished by the Dartmouth College busi- 
ness school. The author, Professor 
Leonard E. Morrissey, concludes that 
the arguments in favor of the variable 
annuity are impressive, and that for 
several reasons life companies are the 
logical issuers. He views the variable 
annuity as offering the hope of higher 
retirement income to the policyholder, 
and a new opportunity for growth and 
public service to the insurance compa- 
ny. Copies of the booklet may be ob- 
tained from the college, located at Han- 
over, N.H. 


IT’S ABOUT TIME FOR 
THE CIPHERS AGAIN... 


Soon the year will be ended and the records closed, 
and then all of us will be releasing the story of 1955 prog- 
ress,—tillions of this, and billions of that, and so on. 

The danger is that the sheer size of the over-all figures 
may dull our vision of the job that remains to be done. 

Despite the great performance of the industry, Amer- 
icans generally are under-insured, and few Agents are as suc- 
cessful as they could be. So long as these things are true, 


there is a lot of work ahead of all of us. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 






LIAMA Survey Reveals 
Rise in School Gifts 
by Life Companies 


Three out of five life companies 
have made or are making financial 
contributions ranging from small token 
gifts to substantial grants to colleges 
and universities, according to a survey 
of 91 company presidents by LIAMA. 

The presidents overwhelmingly be- 
lieve it is wise for business in general 
to divert some profits to the aid of 
education. But on the specific question 
of life company contributions, they 
were less conclusive. Half said there 
are special considerations, such as 
practical, legal or ethical, which might 
restrict donations. The two most men- 
tioned were the trustee character of 
the business and the absence of tax 
savings to the life company making the 
contribution. 

Two-thirds foresee an early increase 
in the number of life companies offer- 
ing some financial aid to education. 
Half said they favor unrestricted do- 
nations, while the others felt the donor 
should at least specify the general 
area in which the funds are to be used. 


_ 


_. 


Me 


a 





14 


HieNATIONAL UNDERWRITER 


December 9, 1955 


ee, 





EDITORIAL 


COMMENT 





Preparing for the Christmas Season 


National Office Management Assn. 
is sending out for dissemination the 
results of a survey it had taken on of- 
fice Christmas parties. This study was 
designed to reveal how the office work- 
ers themselves feel about this subject. 
As advocates of parties in general and 
with a kindly feeling for those con- 
ducted in business offices, we were 
somewhat dismayed to find that 40% 
of the office personnel surveyed are 
opposed to Christmas parties on the 
working premises. 

The office management association 
says its survey was conducted “in such 
manner as to eliminate the possibility 
of office workers being afraid to ex- 
press their opinions.” Findings are ob- 
tained from 6,500 replies. 

If only 60% of the persons attend- 
ing an office Christmas party are in 
accord with the proceedings, it seems 
to us that these affairs would be dull 
indeed. Therefore, we must take some 
exception to these statistics, noting 
that the survey was performed many 
weeks before the Christmas season and 
conclude that the opposition is per- 
haps more of an initial reluctance than 
an expression of reaction to the pro- 
ceedings once they are under way. It 
would not be out of line to suggest that 
had the survey been taken in the of- 
fices while the parties were in progress 
the results might have been vastly dif- 
ferent. 

For those companies and agencies in- 
tending to devote a few hours around 
the Christmas holidays to an office 
party, we submit the basic findings of 
the National Office Management Assn. 
survey. This might serve as a guide 
in determining in what areas “public 
relations’ should be used before the 
party starts in order to make it a suc- 
cess. 

For example, the survey shows the 
female office workers are slightly more 
in favor for office Christmas parties 
than male workers (63% as against 

9%). However, 92% of all male office 
workers under age 20 are in favor of 
Christmas parties as compared with 
82% of females in the same age bracket. 

Less than half of the males 40 years 
and older are in favor of Christmas 
parties, but women have passed age 
49 before a majority are against them. 
Up to age 40, men are more in favor 
than women of such parties, and after 
40 they are less in favor. 

Some interesting responses were ob- 
tained when office workers were asked 
their reasons for and against the 
Christmas parties. In order of impor- 
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tance, the replies in favor were: 

1. Social contact with other workers 
and getting better acquainted with such 
workers, 40%. 

2. Social contact with employers and 
supervisors and getting better ac- 
quainted with them, 24%. 

3. Builds morale in the office, 12%. 

4. Provides an opportunity to bring 
the family (husbands, wives, etc), into 
the office picture, 4%. 

5. Provides an opportunity to meet 
people in other departments, 2%. 

A group of answers totalling 13% 
are summarized as indicating that of- 
fice parties are important to the indi- 
vidual as a substitute for lack of social 
activities outside the office. Here and 
there an answer indicated a_ special 
reason for enjoying the affairs, one of 
the more enlightening being: “I like 
mistletoe,” 8% 

The objectors to the office Christmas 
party idea offer 11 points in opposition, 
these being: 

1. Breaks down barriers and allows 
too much familiarity, 22% 

2. Creates unpleasant situations “in 
the office and at home after the par- 
ties,” 18% 

3. Too much alcohol, 15% 

4. Not in keeping with the Christmas 
spirit, 11%. 

5. Object because wives and hus- 
bands are not permitted, 6%. 

6. Have nothing in common with oth- 
er workers or don’t like the social con- 
tacts with others, 6% 

7. Shouldn’t mix business with pleas- 
ure, 5%. 

8. Parties are just useless and don’t 
like them, 5%. 

9. Bad time of year to have an office 
party, 4%. 

10. Too expensive, 3%. 

11. Don’t like parties at which both 
men and women are permitted, 3% 

There was another 2% against these 
parties because they are too formal 
and there is too much “pretense.” 
Among the candid responses was that 
of the person who has no use for these 
gatherings “because I have to set up 
the party and serve it.” 

National Office Management Assn. 
distributed all of the above data with- 
out comment or elaboration, undoubt- 
edly having among its own member- 
ship some difference of opinion as to 
office parties. 

However, it is safe to remark that 
the objections to office parties indicate 
that they are conducted at varying ex- 
tremes from the formal event at which 
everyone shakes hands with the boss to 
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the hilarious affair where the boss 
gets told off and the one doing the 
telling goes home and gets the same 
treatment from the little woman. 
Neither of these extremes are good 
public relations, and it would indicate 
a fertile area for development within 
the insurance business. Perhaps an 
all-industry committee could be set 
up to do some research on this and 
make suggestions as to the proper 
manner of conducting an office party. 
These columns will always be open to 
progressive information of this nature. 


PERSONALS 


Guilford Dudley Jr., president of 
Life & Casualty of Tennessee, has 
been appointed to the national coun- 
cil of National Planning Assn. 


Robert J. Maclellan, chairman of 
Provident Life & Accident, and Mrs. 
Maclellan were feted at a dinner on 
their 50th wedding anniversary. 


Paul F. Clark, president of John 
Hancock, has been named chairman 
of the 28th anniversary banquet of 
the northeastern region of National 
Conference of Christians and Jews to 
be held in February in Boston. 











Starkey Duncan, general agent of 
John Hancock at Nashville, has been 
elected president of West End Meth- 
odist Men’s club. 


J. Vernon Richardson, group serv- 
ice supervisor in the group and pension 
department of Pan-American Life, has 
been elected a member of the life com- 
mittee and co-chairman of the group 
section of Insurance Accounting & Sta- 
tistical Assn. 


Lyndes B. Stone, vice-president of 
Phoenix Mutual Life, has been ap- 
proved by Connecticut Republican 
leaders for appointment by Secretary 
of Agriculture Benson to the board of 
Federal Crop Insurance Corp. 


DEATHS 


CHARLES E. TROWBRIDGE, 60, 
with Connecticut General Life at 
Providence since 1934 and a pioneer in 
military aviation, died unexpectedly at 
his home. 

GORDON M. GROFF, past president 
of St. Paul Life Underwriters Assn. 
and long associated with Equitable 
Life of Iowa, died at St. Paul. 

















Adkisson to Protective 


Protective Life has appointed James 
B. Adkisson supervisor of agencies 
in Tennessee and Kentucky with head- 
quarters at Nashville. Mr. Adkisson 
has been a general agent, supervisor 
and superintendent of agencies of Pilot 
Life. 
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Wellington Fund Chief 
Calls Variable Annuity 
an ‘Investment Account 


Variable annuities comprise one of 
the most significant problems affectin 
the securities business, Walter L. Mor. 
gan, president of Wellington fund, tolq 
the annual convention of Investment 
Bankers Assn., held at Hollywood, Fla, 

Mr. Morgan, who is chairman of the 
association’s investment companies 
committee, also reported that sales of 
mutual fund shares set new records in 
the first 10 months of 1955, reaching 
$1,008,569,000, or more than the tota| 
for the full year of 1954. 

“Stripped of technicalities, we be. 
lieve variable annuities are, for al 
practical purposes, a security and jn 
fact an investment account,” Mr. Mor. 
gan stated. “If approved, it would be 
offered to the investing public by thoy. 
sands of insurance salesmen without 
regard to federal or state securities 
regulations.” 

Mr. Morgan said the solution to the 
problem, as recommended by Nationa] 
Assn. of Securities Dealers, is securj- 
ties and exchange commission regula. 
tion of the variable annuity type of 
contract. 


U. S. Health Improves, 
‘55 Death Rate Equals 
9.2 Record Low of ‘54 


The 1955 health record of the Amer- 
ican people appears exceptionally good 
so far this year and the outlook for 
1956 is very favorable, according to 
Metropolitan Life. 

The death rate for the year in the 
U. S. is 9.2 per 1,000, about equaling 
that for 1954, which was the lowest 
on record. It is the eighth successive 
year that the rate has been below 10. 

For the first time, the death rate 
from tuberculosis will be below 10, 
representing a decline of one-tenth 
from last year. There was little change 
in the cancer and diabetes death rates 
in 1955, but cardiovascular-renal dis- 
eases showed a small rise. Infant mor- 
tality improved to 26 per 1,000 of live 
births, a new low for the U.S., while 
maternal mortality remained near last 
year’s low level of five per 10,000 live 
births. There were 29,000 cases of Po- 
liomyelitis, down 10,000, and the week- 
ly incidence for most of 1955 was be- 
low that for 1954. 





Occidental, Cal., Advances 
Three at Home Office 


Thomas S. Hession and John A. 
Llewelyn, former assistant secretaries 
of Occidental of California, have been 
advanced to assistant vice-presidents, 
and Dr. Kendall B. Vaughan has been 
promoted from assistant medical direc- 
tor to associate medical director. 

Mr. Hessioa joined Occidental in 
1947 as assistant legal counsel. Mr. 
Llewelyn has been with the company’s 
group. operations since 1939. Dr. 
Vaughan joined the company in 1952. 
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OFFICERS: 

Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 
1634. Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
Wieghaus, 


R. J. Resident Manager. 


CINCINNATI 2, eee E. Fourth Street, 
Tel. Parikway 214 Chas. P. Woods, Sales 
Director; George c. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg... Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—5(2 Lafayette Bidg., 
Tel. Woodward 1-2344. A. J. Edwards, Resi- 
dent Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN.—1038 Northwestern 


Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 
NEW YORK 38, N. Y.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres., J. T. Curtin. Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg. Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 


PHILADELPHIA 9, PA.—122 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Bldg., 54 
Market St., Tel. Exbrook 2-3054. A. J 
Wheeler, Pacific Coast Manager. 
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Name ALC State Vice- 
Presidents for 1955-56 


American Life Convention has se- 
lected state and provincial vice-presi- 
dents for 1955-56. The vice-presidents 
have three primary functions, accord- 
ing to Joseph M. Bryan, Pilot Life, 
president. They are to maintain the 
effective strength of the member com- 
panies; to keep a constant surveillance 
on governmental and private activi- 
ties, and to serve as a medium of ex- 
change of viewpoints and ideas. 

The new vice-presidents are: 

Alabama-William J. Rushton, Pro- 
tective Life; Arizona-J. Carl Osborne, 
Commercial Life; Arkansas-Beloit 
Taylor, National Old Line; California- 
George B. Gose, Pacific Mutual Life; 
Colorado-Clarence J. Daly, Capitol 
Life; Connecticut-Berkeley Cox, Aet- 
na Life; Delaware-Claude L. Benner, 
Continental American Life; District of 
Columbia-Lloyd M. Bauman, United 
Services Life. 

Florida-Laurence F. Lee, Peninsular 
Life; Georgia-S. Russell Bridges Jr., 
Piedmont Life; Idaho-E. T. Taylor, 
Grange Mutual Life; Illinois-Howard 
C. Reeder, Continental Assurance; In- 
diana-Jack J. Rosebrough, Hoosier 
Farm Bureau Life; Iowa-William F. 
Poorman, Central Life Assurance; 
Kansas-W. J. Bryden Jr., Victory Life; 
Kentucky-John T. Acree Jr., Lincoln 
Income Life. 

Louisiana-George A. Foster, Guar- 
anty Income Life; Maine-Alfred W. 
Perkins, Union Mutual Life; Mary- 
land-Frederick L. Wehr, Monumental 
Life; Massachusetts-O. Kelley Ander- 
son, New England Mutual Life; Michi- 
gan-John Panchuk, Federal Life & 
Casualty; Minnesota-George W. Wells, 
Northwestern National Life; Missouri- 
P. K. Lutken, Lamar Life; Montana- 
Thomas P. Patterson, Western Life. 

Nebraska-R. E Kiplinger, Guaran- 
tee Mutual Life; New Hampshire- 
Douglas B. Whiting, United Life & 
Accident; New Jersey-H. Bruce Pal- 
mer, Mutual Benefit Life; New York- 
William P. Worthington, Home; North 
Carolina-Bascom Baynes, Home Secu- 
rity Life; North Dakota-Otto Haaken- 
stad, Western States Life; Ohio-Carl 
Mitcheltree, Columbus Mutual Life; 
Oklahoma-Johnson D. Hill Jr., Atlas 
Life; Oregon-W. P. Stalnaker, Stan- 
dard. 

Pennsylvania-William Elliott, Phil- 
adelphia Life; South Carolina-Francis 
M. Hipp, Liberty Life; South Dakota- 
F. L. Bramble, Midland National; Ten- 
nessee-Douglas Henry, National Life 


& Accident; Texas-J. Ralph Wood, 
Southwestern Life; Utah-George u. 
Cannon, Beneficial Life; Virginia- 


Charles A. Taylor, Life of Virginia; 
Washington-R. L. McGinnis, Farmers 
New World Life; Wisconsin-R. P. 
Boardman, Wisconsin National Life; 
Manitoba-H. W. Manning, Great West 
Life; Ontario-A. S. Upton, Dominion 
Life; Quebec-George W. Bourke, Sun 
Life of Canada. 





Occidental, California, 
Writes $3,010,390 on 
One Policyholder 


j Occidental Life of California has 
Issued $3,010,390 of insurance on the 
life of a single individual, the larg- 
est single amount issued in company 
history. 

Company officials believe this to 
be one of the largest amounts of in- 
surance ever issued on one life by 
a single company. 

















Photographed at the NAIC meeting 
in New York: 

Top, Director Thomas Pansing of 
Nebraska, with Robert Rydman of 
North American Life & Casualty. 

Center, J. C. Earle of Beneficial 
Standard Life with Commissioner Kam 
Tai Lee of Hawaii. 

Bottom, Howard J. Brace, vice-pres- 
ident and secretary of Occidental Life 
of California, and Commissioner Rob- 
ert Taylor of Oregon. 








Security Mutual Drive 
Sales Total $8 Million 


Security Mutual Life of Binghamton 
hsa concluded a _ six-weeks contest, 
based on the “Trans-World Air Mar- 
athon” theme, which resulted in $8 
million of paid life volume. New pre- 
mium, excluding group, amounted to 
$346,745. 

Norman T. Carson, agency vice- 
president, will present a new award, 
the Carson trophy, to William Y. 
Stembler, Miami Beach, and agencies 
in Miami Beach, Newark, Cleveland 
and Columbus, Ohio, at the January 
convention in Bellaire, Fla. 





Lilley Joins Union Central 


James W. Lilley Jr. has been ap- 
pointed manager of the group and 
pension department of the Los Angel- 
es (E) agency of Union Central Life. 
The manager there is John G. Ed- 
mundson. 

Mr. Lilley entered life insurance in 
1941 as an agent at St. Petersburg, Fla. 
For three years he was with Massa- 
chusetts Mutual Life as group regional 
manager for the Pacific Coast, and 
for the past two years has been an 
independent group consultant at Los 
Angeles. 





Group Supervisors Hear Browning 

Arthur M. Browning, vice-president 
of New York Life, spoke optimistically 
about what the future holds for group 
at a luncheon meeting of Philadelphia 
Group Supervisors Assn. 
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Butler University 
To Offer Courses in A&H 


Butler university is adding a course 
in A&H to its curriculum starting in 
February, thus becoming one of a few 
colleges to offer such a course. Separ- 
ate courses in A&H are not offered in 
most colleges despite the fact that it 
has moved into second place in pre- 
mium volume among all lines. 

Walter W. Dotterweich, assistant 
professor of insurance at Butler, said 
the course ‘will be designed to round 
out the insurance student’s knowledge 
of the entire field of personal cover- 
ages through a study of the practices 
and problems in this rapidly-growing 
line.” 

The A&H course will be open to 
both non-credit and _ matriculating 
students. Butler offers a curriculum 
leading to an undergraduate major in 
insurance. 





Pensions St. Paul Topic 


Employe pension plans and their tax 
implications were discussed at a meet- 
ing of St. Paul CLU chapter at which 
attorneys, accountants, trust company 
officers and agents in the area were 


guests. 

With Z. Willard Finberg, Great-West 
Life, chapter president, presiding, Ste- 
fan Hansen, director of group insur- 
ance of Great-West, considered the 
insured pension plan as against the 
uninsured plan, and Frank G. Rum- 
reich, pension trust reviewer of the 
U. S. Department of Internal Revenue, 
discussed tax implications. 


Names Beck in N.H. 


Edward C. Beck has been named to 
head Occidental of California’s first 
New Hampshire general agency, locat- 
ed at Manchester. 

Mr. Beck, a past president of Man- 
chester Life Underwriters Assn., for 
nine years was an agent with State 
Mutual Life. 








Bankers, Ia., Raises Two 


Jack T. Daniels and John R. Taylor 
have been appointed assistant group 
actuaries of Bankers Life of Iowa. 

Mr. Daniels joined the company in 
1949, and was made supervisor in the 
actuarial group division in 1954 and 
actuarial consultant last February. 
Mr. Taylor started with the company 
in 1951. 


Lutheran Brotherhood 


Names N. Y. General Agent 


J. M. Nelson has been appointed 
general agent for Lutheran Brother- 
hood in Snyder, N. Y. Mr. Nelson 
joined Lutheran’ Brotherhood in 
Minnesota in 1953 and will super- 
vise the following counties in New 
York: Alleghany, Cattaraugus, Chau- 
vauqua, Erie, Genesee, Livingston, 
Monroe, Niagara, Orleans, and Wyo- 
ming. 





Sherman to Lancaster 


Bernard R. Sherman has been named 
manager of a new office at Lan- 
caster, Pa., for Mutual Benefit H.&A. 
and United Benefit Life. 

Mr. Sherman, who joined the com- 
panies 10 years ago, has worked 
throughout Lancaster county from the 
companies’ Philadelphia office. 





Collins Speaks at Pittsburgh 

Stanley C. Collins, president of Na- 
tional Assn. of Life Underwriters, 
addressed Pittsburgh association at a 
noon meeting Dec. 8 in Hotel Roose- 
velt. His topic was “You Owe it to 
Yourself.” 





There’s a real-life Paul Bunyan performing mighty 
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Occidental, Cal., Opens NI. 
Branch; Phillips Manacer 


Occidental Life of California has 
opened its first of. 
fice in Newark and 
appointed Vernon 
L. Phillips man. 
ager. The new of. 
fice at 744 Broaq 
street is Occident- 
al’s first New Jer. 
sey agency. 

Mr. Phillips was 
formerly _ broker. 
age manager at 
Miami. He joined 
Occidental 19 
years ago as man- 
ager at Philadel- 
phia, after nine 
years service with Fidelity Manual, 
and transferred to Miami in 1952. He 
is a former president of Philadelphia 
Assn. of Life Underwriters and has 
held offices in the Pennsylvania assoc. 
iation. In 1952 he served as program 
chairman of the national association’s 
Atlantic City convention. 


Adds to Medical Staff 


Dr. Earl T. Opstad, senior staff 
physician at Glen Lake sanatorium 
near Minneapolis since 1948, has been 
named assistant medical director of 
Northwestern National Life. 

A graduate of University of Min- 
nesota medical school, Dr. Opstad in- 
terned at the Medical Center in Jersey 
City, N. J. 





Bcc 
RNS 


V. L. Phillips 








Dornbush to Old Line Life 


Old Line Life has appointed D. W. 
Dornbush general agent at Aberdeen, 
S.D. He entered insurance in 1952 and 
currently is vice-president of Aberdeen 
Life Underwriters Assn. 





Nashem Agency Sells $10 Million 

Lee Nashem agency of Mutual Ben- 
efit Life in New York City already has 
paid for $10 million of life, its goal 
for the entire year. The agency expects 
to hit the $11 million mark by the end 
of 1955. 

A cocktail party was held for the 28 
agents and their wives and the office 
staff. Company officers were guests. 





N. Y. SBLIC Elects F. G. Kracke 

New York Savings Bank Life Insur- 
ance Council has elected F. G. Kracke, 
Lincoln Savings Bank of Brooklyn, 
president; Henry G. Ficken, Jamaica 
Savings Bank, vice-president; William 
F. Hamilton, Rochester Savings Bank, 
secretary; and James Eberson, Green- 
wich Savings Bank, treasurer. 





Wellington Mutual Fund Dividend 
Wellington mutual fund has de- 
clared a quarterly dividend of 27 cents 
a share from net investment income 
and a special year-end distribution cf 
88 cents a share from net realized sec- 
urities profits. Both are payable Dec. 
28 to shareholders of record Dec. 2. 





Hanford Reed, American Service Bu- 
reau, Austin, Tex., described services 
of the bureau before Austin Life Man- 
agers Club. Ben P. Atkinson, American 
General Life, president of Texas Assn. 
of Life Underwriters, told of plans to 
hire a full time managing director of 


the state association. 
FRANK LANG and ASSOCIATES 
1 NORTH LA SALLE STREET 
CHICAGO 2, ILL. FRANKLIN 2-2795 





MANAGEMENT 
CONSULTANTS ; 


Consultants 
in Marketing and Management 











for the Insurance Business 











sa AR EEOC 











9, 1955 


——=: 


s N. J. 


Ger 
lia has 
first of. 
ark and 
Vernon 
Man- 
lew of- 
Broad 
cident. 
Ww Jer. 


IDS Was 
oroker- 
ser at 
joined 
tal 10 
Ss Man- 
jiladel- 

nine 
Tanual, 
52. He 
lelphia 
id has 
assoc- 
‘Ogram 
ation’s 





December 9, 1955 


LIFE INSURANCE EDITION 


17 











——— 


Continental Assurance 
Liberalizes Rates, Limits 
on Civil, Military Pilots 


Commenting, “the war is finally 
over, we hope,” Continental Assurance 
has liberalized rating and writing lim- 
its for practically all categories of mil- 
itary risks, both flying and non-fly- 
ing, in addition to civilian flyers. 

Actions taken in various major 
classifications are: 

All army and navy officers and the 
top three pay grades of non-commis- 
sioned officers now are accepted for 
same amount limits as civilians and 
on any plans except term forms and 
modified life. Exceptions are marine 
officers (limited to $15,000), and army 
combat officers under age 30 (limited 
to $25,000). Non-medical and non-in- 
spection limit, to age 40, is $15,000 
across the board. 

All plans available to substandard 
risks can be written except term forms 
and modified life, subject to follow- 
ing extra premiums per month per 
$1,000 on pilots with 800 solo hours: 
Through age 25, $12,500 limit, $1.50 
extra premium; Ages 26 through 29, 
$25,000 limit, 75 cents extra premi- 
um, and age 30 and over, $50,000 lim- 
it, 50 cents extra premium. 

A single $5 per $1,000 extra pre- 
mium, in addition to above, is charged 
pilots with from 200-800 solo hours, 
regardless of age, and subject to $12,- 
500 maximum issue limit, ordinary 
life of higher premium form. 

Pilots with less than 200 solo hours 
are charged a single $15 per $1,000 
extra premium; in addition, ordinary 
or higher premium form, $12,500 lim- 
it, regardless of age. 

Officers of airborne infantry, para- 
troopers and flight surgeons are treat- 
ed the same as pilots with 800 solo 
hours with regard to writing limits ex- 
cept that the per $1,000 extra pre- 
mium is uniformly 25 cents per month 
regardless of age. (Enlisted men lim- 
ited to $5,000.) 

In all instances, the monthly extra 
premium is removed automatically 
after 10 years. 

Consideration is given to flying pro- 
ficiency on pilots, age 30 and over, 
who are charged 25 cents per month 
per $1,000 if it is established that an- 
nual flight time totals less than 125 
hours. 

Pilots and crew members of regular 
airlines with one terminal in the U.S. 
or Canada now qualify at standard 
rates. Private pilots, age 30 up with 
400 plus solo hours, if not connected 
with aviation industry, are now stan- 
dard if flight time is under 125 hours 
annually and $2.50 per $1,000 if over 
125 hours, subject to automatic re- 
moval after 10 years. 


28 Attend Home Life’s 


Largest Training Class 


Twenty-eight new agents of Home 
Life of New York attended a two-week 
basic training session at the home of- 
fice for introduction to the “planned 
estates” service. It was the largest such 
class in company history. 

The class reflected an expansion 
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program called the ‘10-year plan for 


building business sources.” The com- 
pany plans expansion to 18 new mar- 
ket areas, organization of 40 new agen- 
cies, and a proportionate increase in 
the personnel of present agencies. 

On the school faculty were President 
William P. Worthington and visiting 
agency managers. 


Occidental, Cal., Has Best 


Sales Month in November 


Topping the previous largest month- 
ly ordinary life sales record by $1.8 
million, Occidental Life of California’s 
November new ordinary business to- 
talled $77,753,149. The previous month- 
ly high was set last March. 








Southland Life Holds Seminar 

Veteran agents from nine agencies of 
Southland Life attended a three-day 
seminar in Dallas. Herman Ford, assist- 
ant vice-president and director of sales, 
was in charge. 





Aetna Life $1 Extra Dividend 


Aetna Life has declared a $1 extra 
Gividend in addition to its regular 
quarterly dividend of 60 cents, both 
payable Jan. 3 to stockholders of 
record Dec. 9. 


What is the most valuable clause 
in the policy? 


Santa Claus— 


that provision which 
makes the plan 
self-completins! 
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Folsom Urges Extension 
of OASI, Private Plans 


WASHINGTON—OASI should be 
extended to cover those who still are 
excluded but it should be remembered 
that there is a limit to the social se- 
curity taxes people may be willing to 
pay to support the program in all the 
years ahead, Secretary of Health, Ed- 
ucation and Welfare Folsom told the 
subcommittee on low-income families 
of the joint committee on the economic 
report. 

Profit-sharing plans, retirement sys- 
tems, group life, medical and disability 
insurance, and other health and wel- 
fare plans should be expanded and 
strengthened, Mr. Folsom said. More 
private retirement plans, giving em- 
ployes vested rights in the retirement 
system, are needed. State and local 
governments should consider providing 
group life for employes. The process of 
expanding voluntary health insurance 
must be continued and “gaps in pro- 
tection” closed. 

“The federal government should take 
the lead and set an example in the 
health insurance field by establishing a 
sound and adequate program to cover 


employes.” The administration is 
studying “possible improvements” in 
its health reinsurance proposal, Mr. 
Folsom said. 

But the basic philosophy should 
recognize sharing of responsibilities 
by the individual and the family, the 
employer and the government. One of 
the strongest traditions is that the in- 
dividual shall rely first on his own 
efforts to meet his own needs. “In all - 
our plans, both in government and in 
industry, we must carefully avoid any 
move that would dampen individual 
initiative,’ Mr. Folsom said. 





Opens New Seattle Office 


Western Life of Montana has opened 
a new Seattle district and local agency 
office at 7th and Olive in Seattle. The 
northwest district office services agents 
in Washington, Oregon, Idaho and 
Alaska. 





Continental American Sales Marks 


Continental American Life’s paid 
life volume in November was up 134% 
and showed a 54% increase over the 
record for any one month in history. It 
was the first full calendar month fol- 
lowing introduction of a new series of 
policies. 
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NAIC Wants State Supervision of Variable Plans 


(CONTINUED FROM PAGE 3) 





ment dispersed over a reasonable pe- 
riod of not than three to five 
years. 

“9, Consideration should 
to limitation of expenses. 

10. In case of stock insurance com- 
panies issuing variable annuity con- 
tracts, there should be a_ provision 
strictly limiting net earnings, includ- 
ing realized and unrealized profits, al- 
locable to stockholders. 

“11. Companies should be subject to 
all of the procedural provisions of the 
insurance law with which life insur- 
ance companies must comply, includ- 
ing reauirements as to examination, 
audit of reports, service of process, 
voucher requirement, liquidation, etc. 

“12. Prohibit the borrowing of mon- 
ey or hypothecation of assets.” 

The subcommittee report summed 
up the main pros and cons of the 
variable annuity as follows: 

“The proponents contend that: 

“1. The fixed-dollar annuity is not 
adequate to provide a realistic life in- 


less 


be given 


come after retirement because it can- 
not reflect changes in the purchasing 
power of the dollar. 

“2. The inflationary aspects of the 
present economy and the outlook for 
the continuance of the factors that 
make for inflation indicate that this 
problem will not only remain but may 
become more aggravated. 

“3. Some responsible organizations 
now meet this issue by participating 
in programs outside of the field of in- 
surance without the advantage of the 
standards inherent in state regulation 
of insurance. 

“4. The sale of variable annuities is 
already in existence and to the extent 
that experience is available, the pro- 
gram is meeting the hope and prom- 
ises of its advocates. 

“The opponents contend that: 

“1. The strong possibility of mis- 
understanding on the part of the pub- 
lié might discredit the life insurance 
industry, particularly if a decline in 
the value of common stock should 
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cause an appreciable lowering of in- 
come payment to annuitants at a time 
when there is no corresponding in- 
crease in the purchasing power of the 
dollar. 

“2. The possibility of extending fed- 
eral regulation to the life insurance 
industry since the contracts of vari- 
able annuities, aside from the mortal- 
ity aspect, are in most respects iden- 
tical to the investment contracts now 
under federal supervision. 

“3. The risk of placing in further 
jeopardy the present tax status of life 
insurance companies and annuities. 

“4. To the extent that mortality 
rates and expense factors are guar- 
anteed by life insurance companies 
that sell both regular life insurance 
contracts and variable annuities, cer- 
tain inequities may develop adversely 
affecting other policyholders. 

“While there are other arguments 
in favor of and opposed to the idea of 
variable annuities, the subcommittee 
felt that these were of the greatest 
import. 





Name Simpson Vice-Chairman 

Russell J. Simpson, manager of Sun 
Life of Canada at Indianapolis, has 
been named vice-chairman of the 1956 
Mid-West Management Conference, to 
be held Oct. 25-27, at French Lick, Ind. 
The vice-chairman each year regularly 
succeeds to the chairmanship the en- 
suing year. The chairman for 1956 is 
Guy Morrison, general agent of North- 
western Mutual at Indianapolis. The 
Indianapolis manager’s association is 
the sponsoring group. 





Vote on Conversion to Life Co. 

Paramount Mutual Benefit Assn. 
will hold a special meeting at the home 
office in Newark, on Dec. 12 to 
vote on a plan to convert to a mutual 
life insurance company. 


Great-West Life Has 
Biggest Sales Month 
Great-West Life had the biggest 


month of its history in November with 
sales totalling $40,571,000. All phases 
of the company’s business—life, an. 
nuities, and A&H—contributed to the 
record sales with Canadian ordinary 
and group showing the greatest ad- 
vances. 

H. J. Harris, Ottawa, Ontario, seta 
record with more than $1 million jp 
new business in November, the largest 
total sold by an agent of the company 
in a single month. 





C. E. Brown to Retire Jan. ]; 
with MONY for 30 years 


Charles E. Brown, Grand Rapids 
manager for Mutual Life of New York 
since 1938, is retiring Jan. 1 because 
of ill health. He joined the company 
in 1925 at Kansas City and served as 
manager of agencies in Billings, Mont, 
and Des Moines, Ia. ? 





Inquire About Insurance 


Robert J. Bauer, president of Los 
Angeles Better Business Bureau, told 
a meeting of Los Angeles Life Man- 
agers Assn. that 6% of the bureay’s 
5,000 calls each month are _ inquiries 
about insurance companies. 

During 1954, he said, the bureay 
received 526 inquiries and 11 com- 
plaints about life insurers, 43 inquiries 
and 20 complaints concerning fire and 
casualty companies, and 2,346 inquiries 
and 74 complaints on A&H. 





Connecticut General Life has made 
a $3.5 million mortgage loan on the 
R. H. Macy store in the Hillside shop- 
ping center, San Mateo, Cal., the 
funds going to David H. Bohannon, 
San Francisco builder, who is develop- 
ing the shopping center. 
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Essential Change Wins NAIC A&H Ad Code OK 


(CONTINUED FROM PAGE 1) 
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———==: a 
mber Wink federal trade commission. He said he 
ll_ phases was also glad to know that the code is 
life, an. not to be used as a basis for appeasing 
cd to the FTC. 
ordinary However, he wanted to know why 
west at the code should be enacted until all 
rio, set felt the best code possible had been 
illion in developed. The draft at this point was 
e largest not such a code, he declared. It is not 
company a good final code for permanent use. 
Since there is no emergency now, he 
went on, why not refine the code? He 
Jan. 1; objected to the use of illustrations in 
general rules and called attention to 
ITS the awkwardness of several of them. 
Rapids At a couple of points the code is re- 
ew York dundant, stating the same thing in 
because two different ways, which may lead 
>ompany to confusion. The 11th rule is bad, re- 
erved as quiring a company to list where it is 
> Mae, licensed—is it supposed to list the 
states in which it is licensed or the 
ones where it is not licensed? In ei- 
— { ‘ther case there will not be much room 
of Los for advertising. 
au, told The effect of the proposed A&H 
. advertising code on the drafting of 
Me advertising that would conform with 
the code was discussed by Donald F. 
bureau i Barnes, director of promotion and ad- 
1 com- | vertising of the Institute of Life In- 
nquiries | surance, at the meeting of the federal 
fire and liaison committee. He said the rules 
nquiries would be good public relations for the 
i life and A&H businesses, tna: tney 
i could be followed by advertisers in the 
S made i insurance business without any un- 
Soa : due difficulty, and that “advertisers 
1 the f unquestionably can still advertise 
hannon, | most effectively under these rules.” 
evelop- The commissioners authorized the 
chairman of the A&H committee to 
¢ 
; 
i 
} 
| 
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appoint a permanent subcommittee on 
interpretation of NAIC rules govern- 
ing advertisements of A&H insurance. 
This would be a subcommittee of the 
A&H committee and would report to 
the latter periodically. The committee 
on interpretation shall limit its activi- 
ties to preparing an interpretive guide 
on the code and submit the guide to 
the A&H committee for consideration 
from time to time. The code committee 
was authorized to confer with any 
governmental agency “requesting such 
conference with the distinct under- 
standing however that the chairman 
or any member or members of such 
committee shall not have any author- 
ity to bind or commit the NAIC or 
any member thereof.” 


e . e 


The life committee report by Gil- 
looly of West Virginia was adopted, 
though Knowlton of New Hampshire 
objected to the discharge of the sub- 
committee which had made the study 
of variable annuities. The work of this 
committee, which consists of Howell 
of New Jersey, Pryatel of Ohio and 
Holz of New York, was praised highly 
by the commissioners, who said it was 
a fine job in a short time. 

The commissioners voted to contin- 
ue the variable annuity subcommit- 
tee with the same personnel. Mr. 
Knowlton pointed out that there 
seemed to be only one disagreement 
in the hearing of the subcommittee 
on variable annuities, whether these 
should be issued by companies set up 
especially to do so or by regular life 
companies. Most of the regular life 
company representatives thought they 
should be permitted to do so. The 
subcommittee majority did not think 
so, Mr. Howell being the dissenter. 

Spellacy of Connecticut asked that 
the matter of issuance of variable an- 
nuities by fraternals be referred to 
the variable annuity subcommittee, 
and this was done. 

Mr. Gillooly reported that the group 
life bill is about ready to come out. 
There is only one question that re- 
mains unresolved and when that is 
taken care of, the group life subcom- 
mittee will have a group life defini- 
tion that NAIC can adopt. 

The industry committee on cancel- 
lation of A&H policies, headed by J. F. 
Follmann Jr. of Bureau of A&H Un- 
derwriters, will have its full report 
on this subject in final form delivered 
to the NAIC subcommittee on the 
subject by next March 1, Mr. Foll- 
mann reported. He suggested the sub- 
committee consider the industry re- 
port and hold a meeting on it about 
next April 1 to provide an opportunity 
to resolve any differences between the 
NAIC and the industry committees. 
This would permit the preparation of 
a final report for the June meeting. 
The subcommittee approved his time- 
table. 


Mr. Follmann also outlined the scope 
of its consideration. This contemplates 
a thorough exploration of the entire 
subject. It will look into such matters 
as voluntary company experiments in 
the cancellation area, such as expan- 
sion of non-cancellable insurance, con- 
tinuation of risk despite deterioration 
of health—by practice or by contrac- 
tual right; automatically renewable 
insurance with the right of the com- 
pany to change premium rates, insur- 
ance of substandard risks, insuring of 
persons in the older age brackets, etc. 

The uniform accounting subcommit- 


tee was dissolved at its own sugges- 
tions, its mission having been accom- 
plished. 

The blanks committee report dealt 
almost entirely with the report of the 
subcommittee on life blanks instruc- 
tions, headed by Chief Actuary 
W. Harold Bittel of New Jersey. At an 
earlier meeting New York had agreed 
to amend its regulation 33 covering 
allocation of receipts and disburse- 
menis to conform with the NAIC in- 
structions except for three _ items, 
which involve New York statutory re- 
quirements. 

Recommendations for changes in the 
instructions include the addition of 
new instruction for allocation of re- 
ceipts and expenses. 

“These represent a major modifi- 
cation of similar instructions in New 
York regulations No. 33 and in the 
proposed form should not meet with 
any opposition on the part of indus- 
try,” the Bittel subcommittee report 
stated. “Your subcommittee feels that 
the intense competition which has de- 
veloped in the life insurance industry 
during the past few years makes it 
imperative that ‘ground rules’ be es- 


tablished immediately for the alloca- 
tion of receipts and expenses, particu- 
larly as between individual and group 
policies and as between life and A&H 
business. 

“The proposed new instructions are 
nothing more than that, except for a 
few basic requirements which are now 
followed by any reputable company. 
We are satisfied that there is nothing 
in these instructions which will im- 
pese on any company which is fol- 
lowing accepted accounting principles 
any unreasonable requirements or, for 
that matter, any requirements which 
could not be imposed by examiners 
and by many insurance departments 
at the present time. The reason for 
these instructions is the feeling of this 
subcommittee that is the function of 
state supervision to inform companies 
as to the basic principles to be fol- 
lowed in this connection. 

“It is also recommended that the 
blanks committee permit the use of 
the 1956 instructions, as amended 
herein, for the completion of the 1955 
annual statements. If this is done the 
New York department has agreed to 
adopt these revised instructions, with 
additional requirements in the case of 
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only three items, as regulation No. 33 
for the year 1955.” 

Pointing out that one of the items 
“breaks new ground in providing in- 
structions for allocation of receipts and 
Norman M. Hughes, 
tional Life & Accident vice-president, 
who heads the ALC-LIA committee 
“our review of 
this item inclines us to the opinion 
that the proposed instructions will not 
improperly trespass on the freedom of 
choice of individual companies but will 
merely serve as general guides in the 
matter of allocations. To the provision 
of such guidance we offer no objec- 
tion, but we have not retreated from 
the position taken by us on many past 
occasions, which is that no good and 
much evil could result from the im- 
position on the companies of rigid al- 
location rules applicable in a yniform 
and indiscriminate manner. We would, 
therefore, view with considerable mis- 
givings any future revision of these 
allocation guides which might tend 
towards vesting them with a lesser 
degree of generality.” 
unauthorized 


said that 


insurance com- 
mittee held a general discussion of 


insurance in connection 


with the investigation made by the The Blue Cross-Blue Shield sub- 
Senate judiciary committee. The mat- committee, headed by Pansing of Ne- 
ter was dropped from the agenda “in braska, had only two items remain- 
view of the fact that no committee ing on its agenda, terminal maternity 
has been reappointed and since the benefits and the recently submitted 
hearings of Senate judiciary commit- compendium of state laws defining 
tee have been concluded.” the extent of regulation in each state 
The committee recommended that over its Blue Cross organizations. A 
the subcommittee appointed to study similar Blue Sheild compendium had 
insurance sales on U.S. military res- been previously furnished. The sub- 
ervations be discharged, since another committee intends to meet on these 
NAIC committee, reporting to the fed- matters during the next six months 
eral liaison coordinating committee, is and therefore recommended that it be 
studying this problem. The insurance continued in existence and that the 
on military personnel includes auto- two items be retained on its agenda. 
mobile as well as life and A&H. The business operation of the con- 
The report of the emergency sub- vention was as smooth and efficient 
committee of the federal liaison co- as it ever has been. Thomas R. Dew 
ordinating committee consisted main- of Chubb & Son, chairman of the in- 
ly of a recital of the appearance of dustry committee for the midyear, and 
NAIC representatives at hearings of J. J. Schieffelin of Chubb & Son man- 
the House subcommittee on insur- aged the large corps of personnel con- 
ance sales on military reservations. tributed by insurance offices of New 
The subcommittee on company re- York, and the production of the hun- 
ports on A&H claim settlements de- dreds of reports was prompt and ac- 
cided that there should be a meeting curate. The equipment was loaned by 
of the subcommittee with industry Remington Rand, the Haloid Co., with 
task force No. 2 “for the purpose of its Xeros equipment for producing 
further considering a proposed form on master copies, and Addressograph- 
which a record of complaints on A&H Multigraph Corp. 
claim dispositions might be evolved.” This year the industry committee 
tried something new, a cocktail party 
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followed by a buffet dinner, in place 
of the one luncheon usually held at 


ae 


address by John A. Lloyd, Union Cen. 
tral Life, dealing with increasing mem. 
bership in Austin Assn. of Life Under. 
writers and the managers club. Map. 
agers who had attended the Genera) 
Agents and Managers Conference jp 
Houston reviewed the highlights of 
that meeting. 





Insurance Young Men's 
Lunch Set for Dec. 15 


The insurance committee of New 
York City Young Men’s Board of Trade 
will hold its annual luncheon at the 
Hotel Roosevelt on Dec. 15 when 
awards to the “1955 Insurance Young 
Men of the Year” will be presented, 

The testimonial scrolls will be, pre. 
sented by Superintendent Holz. 4 
Bruce Palmer, president of Mutual 
Benefit Life, will be principal speaker. 

James L. Hazelwood, Aetna Life, jg 
chairman of the awards commiittee. 
Qualifications for the awards were de. 
scribed and candidates’ names pre. 
sented to the panel of judges, leading 
insurance executives, at a recent lunch- 
eon. 


Chicago A&H Assn. to 
Hold Party for Orphans 


Chicago A&H Assn. will sponsor its 
eighth annual Christmas party for 100 
Chicago area orphans at the LaSalle 
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this midyear gathering. The affair was hotel, Dec. 14. 
highly popular, drawing a more than The children are from the Central 
capacity crowd. Baptist Childrens Home at Lake Villa 
Next winter the meeting goes to and Chicago’s Angel Guardian Or- 
Miami Beach, Dec. 3-7, and will be Phanage. 
held in the di Lido group of hotels at | Celebrities who will attend the event 
Lincoln road and the ocean. include TV-stars Fran Allison and 
Johnny Coons and Chicago Cubs pitch- 
Managers Hear Membership Plea ° Paul Minner, who is with Midland 
Austin (Tex.) Life Managers Club National Life, and Big 10 referee and 
heard Har:y Griffiths, American Na- former all-American George Rennix, 
tional, past president read part of an who is with Fireman’s Fund group. 
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to be issued on the 10, 15, 20 Year and Age 55 and 65 endow- 
ment plans, with automatic provisions for refund of premiums, 
double indemnity, and disability waiver of premium! 
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N. Y. Decision Weakens Law Against Frauds 


(CONTINUED FROM PAGE 7) 





es . 
pased on it are just recently getting 
to the top court for decision. 

Where other policies were involved 
claimants claiming oral changes of 
peneficiary could date back their al- 
leged oral assignments to a time prior 
to the effective date of the statute. 
Only where assignments of policies 
jssued after the statute’s effective date 
were involved were the alleged oral 
assignees compelled to claim a date 
to which the statute would apply. The 
coverage in both the Katzman and 
McNamee cases was not in force prior 
to the enactment of subsection 9. 

Thus, even though corrective legis- 
lation should be passed at the next 
session of the legislature, as Mr. Hirst 
hopes it will be, such legislation would 
not be effective except as to policies 
issued after its effective date—the 
usual nature of this type of claimant 
being what it is. 

The main point on which the court 
of appeals chose to override the law 
in the Katzman case appears to be the 
alleged fact that the wife paid the 
premiums. 

“What motivated the husband to 
eliminate the name of his wife as 
beneficiary does not appear but none- 
theless it had the consequence of per- 
petrating a fraud upon his wife with 
whom he had spent his entire mar- 
ried life in apparent harmony, mutual 
respect and confidence,” the-court of 
appeals majority stated in the Katz- 
man decision. “On the face of the com- 
plaint, the husband committed an in- 
excusable wrong, which, if established 
by the weight of the credible evi- 
dence, the court has the equitable 
power—as well as the duty—to cor- 
rect. 

“The widow should be allowed her 
day in court to show, if she can, that 
she is the victim of fraud and wrong- 
doing. As in any law suit, the burden 
of proof rests with the plaintiff-widow 
to establish the allegations of her com- 
plaint. If the statute is to be used as a 
shield, it is only right that the court 
should know whether it is protecting 
a wrongdoer. On this record a triable 
issue of fact is presented which should 
not be summarily disposed of by mo- 
tion but only after a plenary trial.” 

The three minority judges conceded 
that “claims asserted in the face of 
the statute of frauds are, in the very 
nature of things, frequently of an ap- 
pealing character, and the present one 
is undoubtedly no more so than many 
that will arise in the future.” 

“We may not, by judicial construc- 
tion, repeal a plainly worded provi- 
sion because it may appear to operate 
against a dutiful wife or because it 
may seem to work a hardship,” the 
minority opinion continues. “The sim- 
ple fact is that the statute in express 
terms voids every oral assignment 
of a life insurance policy and every 
oral promise to name the beneficiary 
of such a policy. There is neither war- 
rant nor justification for a court to 
dispense with the legislative require- 
ment of a writing. The alleged agree- 
ment being oral is ‘void.’ The appel- 
late division was eminently correct in 
granting defendant’s motion for sum- 
mary judgment.” 

Discussing earlier in the opinion oral 
assignments and beneficiary changes 
barred by the statute, the minority 
Stated: “To allow such claims, it was 
recognized, would introduce great un- 
certainty into the disposition of life 
that a dishonest claimant would not 
Inmsurance proceeds; and by opening 


the door to perjured testimony and 
fraudulent claims, it might work to 
defeat the intent of the deceased more 
often than to effectuate it... . In re- 
quiring a writing, therefore, the leg- 
islature gave effect to the wise public 
policy favoring certainty in the rights 
of a deceased’s named beneficiaries— 
the same policy which this court 
voiced some 50 years ago in Hamlin 
vs. Stevens, 177 N.Y. 39, 47-50, when 
it wrote that oral arguments, such as 
the one before us, ‘are easily fabricat- 
ed and hard to disprove, because the 
sole contracting party on one side is 
always dead when the question arises. 
They are the natural resort of un- 
scrupulous persons who wish to des- 
poil the estates of decedents. They 
threaten the security of estates and 
throw doubt upon the power of a man 
to do what he wills with his own.’ 

“Whether plaintiff's arrangement 
with her husband be considered an as- 
signment, a promise to assign, or a 
promise to name a beneficiary, it is 
precisely what the express terms of 
the statute render void. She seeks to 
avoid the inexorable force of the stat- 
utory language, first, by urging that 
her husband made a valid gift of the 
policy through manual delivery, and 
second, by invoking the doctrine of 
constructive trust. We find no aid for 
her position in either theory, for both 
fly in the face of subdivision 9. To 
permit that provision to be bypassed 
would, in effect, be to write it out of 
the statute of frauds. 

“Delivery, without a writing or oth- 
er signpost, is equivocal and ambigu- 
ous, and the purpose of the legisla- 
tion, the purpose underlying it, would 
be entirely frustrated were we to say 
that the requirements of the statute 
could be avoided by delivery. Upon 
the death of the insured the policy 


must, of necessity, come into the hands 
of some other person. If that individ- 
ual, though not the beneficiary named 
in the policy, were permitted to bring 
an action based on an oral assign- 
ment, by merely asserting delivery, 
the doors would again be opened wide 
to perjury and fraud, for the action 
would still be based on parol evi- 
dence, the very thing that the statute, 
with its insistence on a writing, was 
designed to prohibit. 

“Indeed, plaintiff is not even in pos- 
session of the policy at the present 
time and there is nothing more than 
her oral assertions to lend any color 
or support to her claim of delivery; 
there is nothing more, in short, than 
just the parol evidence of an assign- 
ment which the statute categorically 
proscribes. Accordingly, the ‘conclu- 
sion is inescapable that the statute 
means what it says, that it makes no 
exception for delivery, but voids any 
assignment or gift of a policy which 
is not evidenced by a writing.” 

“The tragic thing about the decision 
in the Katzman case is that in order 
to help one widow millions of women 
who are relying on their husbands’ 
life insurance lose the assurance giv- 
en to them by the statute of frauds,” 
said Mr. Hirst. “Under any system of 
law there will always be miscarriages 
of justice. But that is no reason for 
wrecking the system. It is one of the 
prices we pay for living in a civilized 
society.” 

It might be possible to avoid the 
danger of fraudulent claims through 
alleged oral beneficiary changes, in 
the case of newly issued policies at 
least, by the insured refusing to re- 
tain the right to make beneficiary 
changes. With policies already in force 
with right to change the beneficiary 
designation, the insured could not be 
sure, even if he now gave up the right 
that a dishonest claimant would not 
assert that the oral assignment had 


been made before the insured gave 
up the right to make changes. 

However, all of the numerous rea- 
sons for not giving up the right to 
make beneficiary changes would still 
operate against resorting to this means 
of attempting to prevent fraudulent 
claims. q 

In the light of the many cases where 
the claim to the deceased’s life in- 
surance is based on nothing but con-. 
versations, Mr. Hirst feels it would be 
well if throughout the country the 
laws were checked to see whether they 
give adequate protection to benefici- 
aries. 





Fete Three Hancock 40-Year Men 

Dan W. Flickinger, general agent 
of John Hancock at Indianapolis, Ray 
O. Woods, associate general agent, and 
John R. Jones, agent, were honored 
on their 40th anniversaries with the 
agency with a sales production testi- 
monial at the agency’s annual meet- 
ing. 

Special awards were presented to 
full time agents, general insurance 
brokers and surplus line agents who 
took part in the campaign. Principal 
speaker at a dinner climaxing the 
day’s activities was Austin H. Feltus, 
superintendent of agencies, who lauded 
the role of the salesman in the growth 
of American business. 


Buy Control of Fastern L. & C. 


John C. Hagan Jr., president of the 
Richmond investment banking firm of 
Mason-Hagan, Inc., A. C. Allyn & Co. 
of Chicago, Equitable Securities Corp. 
of Nashville, and James H. King of 
Union Securities Corp. of New York, 
have purchased 230,000 of the 387,000 
shares of outstanding common stock of 
Eastern Life & Casualty of Richmond. 
They invested $125.000 to buy control 
of the four-year-old company which is 
licensed only in Virginia. Mr. Hagan 
has been named chairman. 








San Antonio Chapter of A&H Under- 
writers, had as guest speaker Dan Quill, 
San Antonio postmaster. 





Life and Casualty's 
expansion into three 
new states in less than 
three years, plus the 
constant expansion of 
existing territory, has 
meant faster promotion 
for many L & C field 
men. It pays to be with 
a company that is 
"going places." 
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NEWS OF LIFE POLICIES 





Hancock Litts $500,000 


Limit on Ordinary Plans 

John Hancock has lifted the $500,000 
maximum limit on ordinary policies 
and will consider any amount of issue 
in this line. 

Limits will be determined in the in- 
dividual case, depending upon good 
underwriting practices. On plans with 
term features, the initial amount will 
be considered and large amounts of 
term will be scrutinized closely. 

Sole exception is the “preferred risk 
whole life plan” on which the limit 
will continue at $200,000. On those 
risks where the insurance currently 
applied for, together with that in force 
in all companies will not exceed $1 
million, the company will consider 
amounts up to $300,000. 

Current limits in connection with 
disability and accidental death benefit 
provisions are being continued. 





State Mutual Offers 


Riders on Non-Medical 


State Mutual Life has liberalized its 
underwriting to offer term, family in- 
come, mortgage redemption and sup- 
plemental level term riders on a non- 
medical basis. Family income and 
mortgage redemption riders have the 
privilege of conversion up to 100% of 


the commuted value during the first 
five years. This decreasing term may 
be converted to annual premium life 
or endownment as of attained age 
without evidence of insurability. 


1956 Dividends of 
Ohio National Up 20% 


Ohio National Life’s 1956 dividends 
will represent a 20% increase over the 
1955 distribution. This is the third in- 
crease in dividend scale within the last 
four years. Increases are applicable to 
policies of the current series as well as 
to policies issued on the former rate 
basis. 

The interest rate on policy proceeds 
left with the company will be 3%, ex- 
cept where the guaranteed rate is high- 
er, or when the proceeds are subject 
to withdrawal, where the rate will be 
one-half percent less. 





Conn. Mutual Liberalizes 


Aviation Selection Rules 


Connecticut Mutual Life has further 
liberalized civilian aviation underwrit- 
ing practices to offer life insurance at 
standard rates to civilian pilots and 
crew members of scheduled airlines 
and to many private pilots formerly 
charged extra premiums. 

The new ruling affects pilots and 
crew members of scheduled U.S. air- 
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ACTUARIES 
Insurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 














GEORGIA & 
MICHIGAN 


ILLINOIS (Cont.) B 
Harry S. Tressel & Associates 


Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 
Harry S. Tressel, M.A.1.A. W. P. Kelly 
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D. Sneed L. Miler 











CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 
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lines which have flown scheduled 
routes for at least two years. Private 
civilian pilots wishing to qualify for 
standard rates must be at least age 
30, have at least 400 solo hours and 
fly less than 100 hours annually. 

Other professional and private pi- 
lots will continue to be charged extra 
premiums, depending on type of fly- 
ing activity and experience. 





Old Line Life Liberalizes 


Aviation Underwriting 


Old Line Life will issue standard 
insurance to all pilots and crew mem- 
bers of scheduled airlines who have 
flown on regularly scheduled routes 
for a minimum of two years. In addi- 
tion, standard insurance is available to 
private pilots also who meet require- 
ments concerning experience and avia- 
tion activity. 





Piedmont Life Rating 


Women Down Two Years 


Piedmont Life of Atlanta is offering 
all its regular and special plan policies 
to women between 21 and 65 on a rated 
down basis of two years. The offer is 
on policies of $5,000 minimum. Special 
effort will be made to promote sales 
among career women and housewives. 





Guardian Liberalizes 


Aviation Underwriting 


Guardian Life now offers insurance 
at standard rates to civilian pilots and 
crew members of scheduled passenger 
airlines of the U. S. and Canada, in- 
cluding personnel of such lines flying 
outside the U. S. and Canada. Standard 
has been offered since October, 1954, to 
private pilots meeting certain mini- 
mum requirements. 





Premium Interest Up for 


Manufacturers Life 


Manufacturers Life is now allowing 
3% interest on premiums paid in ad- 
vance in the United States, effective to 
a maximum advance payment of $100,- 
000. Previous rate was 214%. 





Lincoln Mutual Introduces Plans 


Lincoln Mutual Life has introduced 
a participating juvenile estate builder 
which increases from $1,000 to $5,000 
at age 21, maturing at age 55 for $1,- 
000. The policy also has a return of 
premium benefit during the premium 
paying period. Premiums are level 
throughout. 

The company also is now issuing a 
participating preferred risk whole life 
paid-up at age 85 policy, $10,000 mini- 
mum. 


Equitable’s 10-Month 
Sales Top Any Full Year 


Equitable Society’s ordinary sales in 
the first 10 months exceeded any pre- 
vious full year in history. In each of 
the last 13 months, $100 million of new 
paid ordinary was produced. 

The F. G. Holderman Jr. agency at 
Peoria took first place in the October 
campaign in ordinary volume, cases 
and average case per manpower unit. 
Group volume honors went to the J. 
Fred Speer agency at Pittsburgh. 

The annual effort was known as the 
“All-American football campaign.” Of 
6,976 participating agents, 1,650 earned 
the “letter men” designation with a 
minimum of 11 completed applications, 
while an additional 780 became “all- 
star squad members” with 22 or more 
applications. The leading 11 agents in 
each of the six departments, compris- 
ing the “all-conference teams,” attend- 
ed a three-day meeting at the Green- 
brier in West Virginia. The top 11 of 
these qualifiers were designated the 
“Equitable all-American team.” 








Sees $1 Billion Year 
of Combined Ordinary 


for Hancock Districts 


President Paul F. Clark, in a lett 
to district agencies, predicts that fm 
the first time in Jonh Hancock histo 
sales of district agencies will totay 
more than $1 billion of combined op 
dinary during the current year. 4 

Mr. Clark praised the district agen. 
cies and the home office for ¢ 
achievement and prophesied a high 
successful future for the company 
Progress must be “onward and yp 
ward,” he said, because business gen. 
erally is at an all time high and give 
promise of continuing so. E 














N. Y. Life Distributes 
1,200 Dolls to Children ‘ 
New York Life employes are contin. 
uing their 30-year tradition of giving 
toys, games, books and many dolls tg 
underprivileged New York City chil. 
dren at Christmas. The 1,200 dolls were 
purchased a few months ago ang 
turned over to employes, who supplied 
clothing for them. ‘ 





Hike Interest on Prepaid Premiums 

Manufacturers Life, Toronto, has ip. 
creased to 3% the interest rate allowed 
on premiums paid in advance in the 
U\S., effective for a maximum advance 
payment of $100,000. The rate has been 
212% with the same maximum amount, 


NEW UP-TO-DATE 
HAND-BOOK OF KANSAS 
READY 


A new, up-to-date Underwriters’ 
Hand-Book of Kansas has just been 
published by The National Under- 
writer Co. It provides complete and 
up-to-date information on the agen- 
cies, companies, field men, general 
agents, solicitors, groups and other 
organizations affiliated with insur- 
ance throughout the state. Copies of 
the New Kansas Hand-Book may be 
obtained from The National Under- 
writer Co., at 420 East Fourth street, 
Cincinnati. 











INSURANCE 
PERSONNEL 
EXCLUSIVELY 


Large selection of Life, A&H positions, all 
sections of the country, clerical to execu 
tive level. For nearly twenty years we 
have devoted our efforts exclusively i 
the insurance personnel field. If you 
would like additional details about our 
method of operation, it will be sent upon} 
request. Confidential handling is the key-} 
note of our operations. We will forward | 
complete information. It is understood, um | 
less stated otherwise, that yours is an ob} 
jective inquiry about our services 

will not be considered an application. 


FERGASON PERSONNEL 


330 S. Wells St. Chicago 6, IIL} 
HArrison 7-9040 Z 















BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, California 

Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif, 
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National Underwriter 


Veterans Retire 
(CONTINUED FROM PAGE 1) 
‘Bulletins, beginning in 1924. In 1933, 
Ir. Richman transferred to Hartford 
where he was manager of the New 
England and New York territory. 
Later he established his headquarters 
in Boston and in 1943 produced the 
first Boston Insurance Telephone Dir- 
ectory. In that year also he became 
editor of Casualty Insuror, on which 
he had served as associate editor for 
three years. In 1946 he went to New 
York. ' 

Mr. Richman has been noted for his 
development of ideas in both the 
| editorial and sales field of the Nation- 
al Underwriter Company. He has been 
'a vigorous business getter and editor. 
He will continue to be active in Hol- 
f jand, Mich., where he has moved to 
“be with his wife and family. 

Ewald H. Fredrikson joined the 
' company in 1934. Previously he had 

































Robert |. Zoll Fred White 


' been in the food packing business in 
' New York City and Los Angeles. He 

started at the Cincinnati head office 

of the National Underwriter Com- 
| pany in the bookkeeping department 
‘ but shortly afterward he went into the 
| field, traveling out of Cincinnati as a 

specialty salesman on the Little Gem 
' and Unique Manual Digest. He had 
' a great deal to do with the building of 
these annual reference books, For a 
time he also edited and sold the 
Estate Reporter. He traveled occasion- 
ally throughout the midwest on hand- 
book trips. However, he began to 
| devote his full energies to sales work 
| in 1988 when he went to New York. 
In 1940 he transferred to Philadelphia 
to succeed W. J. Smyth. 

Several years ago Mr. Fredrikson 
fell off a ladder and cracked a verta- 
brae in his neck. Such an injury 
| would have incapacitated most men 
for a long period of time. However, 
Mr. Fredrikson shortly was back on 
the job wearing a special neck brace, 
which, after several months, became 
a kind of trade mark. 

He and Mrs. Fredrikson plan to 
take an extended vacation trip through 
the western part of the country. 
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J. G. Herrmann in New Post 


General American Life has named 
John G. Herrmann supervisor of train- 
ing for its eight St. Louis agencies. He 
becomes the second person to hold 
















Will build any size office building 
to suit you, on my vacant prop- 
erty. On a Detroit main street, 
adjacent to entrance and exit of 
new expressway system. Inquiries 
invited. 









B. GORMAN 
15700 Livernois Avenue 
Detroit 38, Michigan 






















such a post for the company at St. 
Louis. Joseph H. Krull now will devote 
his entire time to induction training 
courses. 

Mr. Herrmann was with Mutual 
Benefit Life at St. Louis for nine years. 
Beginning as an agent, he advanced to 
associate general agent in charge of 
training and later was selected to 
conduct training in the Mutual Bene- 
fit home office and in agencies 
throughout the country. 





Plan Dallas Seminar for 


Home Office Executives 


The Southern Methodist University 
Institute will hold a home office man- 
agement seminar for top flight com- 
pany executives Jan. 9-13 at Adolphus 
hotel, Dallas. Topics to be considered 
include home office agency department 
organization, management compensa- 
tion, the work of an agent, agents’ com- 
pensation and supervision, agency costs 
and business management, education 
and training, business procedure, inte- 
grating life and A&H, company public 
relations and publications, investments, 
group insurance, employe welfare plan 
programs, home office administration 
and business procedure. There also will 
be a session on variable annuities. 

Enrollment will be limited to 100 
persons, with a single tuition charge of 
$250, a charge of $400 for two persons 
from the same company, and $500 
where there are three persons attend- 
ing from the same company. 


Speakers include James E. Schofield, 
vice-president and agency director 
North American Life & Casualty; Her- 
bert L. Thomas Sr., president First 
Pyramid Life; H. E. Atwood, 2nd vice- 
president Northwestern National; J. B. 
Donnally, group and pension vice- 
president Pan-American Life; R. B. 
Caplinger, vice-president and _ chief 
underwriter Southland Life; T. T. Wal- 
lace, president Great American Re- 
serve, and R. R. Davenport, vice-pres- 
ident Southwestern Life. 

Also, Donald F. Barnes, director of 
promotions and advertising Institute of 
Life Insurance; B. N. Woodson, presi- 
dent American General Life; R. W. Os- 
ler, vice-president and life editor 
Rough Notes Co.; R. W. Harvey, execu- 
tive general manager, administration, 
southwestern home office of Pruden- 
tial, and the following independent 
consultants: A. C. Stephens, Dallas; 
L. S. Morrison, Hartford, and Edward 
F. O’Toole and Raymond J. O’Toole, 
New York City. 





Occidental Makes Changes 


Occidental Life of California has 
appointed Eugene Horbach assistant 
manager at Seattle, Sherwood Stratton 
brokerage manager at Whittier, Cal., 
William R. Reiss assistant regional 
group manager at Detroit, and Carman 
G. Grant assistant brokerage manager 
at California. 

Mr. Horbach has been an agent of 
Occidental at Seattle since 1954. For- 
merly assistant director of merchan- 
dising at the home office, Mr. Stratton 
joined Occidental in 1952 as assistant 
director of field training. He had pre- 
vious experience as an agent. Mr. Reiss, 
who joined Occidental in 1954 at Los 
Angeles, formerly was group sales rep- 
resentative at Omaha. Mr. Grant for- 
merly was an agent at Houston. 





Mutual Appoints Mulvey 


Mutual of New York has appointed 
Glenn O. Mulvey to the sales depart- 
ment staff. Mr. Mulvey, who entered 
the business in 1947, has been assist- 
ant superintendent of agencies of State 
Mutual Life for the past two years. 





Names Leshley in Mich. 


Ohio State Life has appointed Leon- 
ard W. Leshley general agent at Jack- 
son, Mich. He formerly was with Paul 
Revere Life and Indianapolis Life. 


Bankers National Sales 


Rise 45.5% in November 


Bankers National Life sales increased 
45.5% in November, bringing the paid 
for increase in the first 11 months to 
28.8%. The increase in October and No- 
vember, when the “fall pigskin classic” 
was held, totaled 34%. 

The company marked its 28th anni- 
versary with a reception and dinner 
for 125 home office employes at Upper 
Montclair Country club. Ralph R. 
Lounsbury, president and chairman, 
lauded employes for their efforts. 

Mr. Lounsbury presented 25-year 
pins to Raymond D. Shepard, financial 






vice-president, Gordon H. Reeves, pur- 
chasing agent, Irene Calleo, dollar 
monthly plan premium department, 
Richard O’Brien, assistant superinten- 
dent of agencies, and a 10-year pin to 
John Fagan, accounting department. 
John D. Brundage, administrative vice- 
president, presented five-year pins to 
Ramon E. McCue, assistant superin- 
tendent of agencies, and C. Joan Bergh, 
investment department. 





Milwaukee Life Insurance & Trust 
Council heard Prof. W. D. Knight, Uni- 
versity of Wisconsin school of com- 
merce, discuss the long range price 
outlook at its December meeting. 





} MUTUAL 





Rolland E. Irish, President 








DON'T BE STUBBORN... 


Hitch up your sales efforts to Union Mutual’s Non-Can. 
All Sickness & Accident policies are not alike and neither is 
Non-Can. Union Mutual offers you a complete range of Non- 
cancellable & Guaranteed Renewable Sickness, Accident and 
Hospital protection, with policies for every need, for almost 
any age. Even more important, 
prospect with a combination of advantages and extra privi- 
leges unmatched by any other company. Tell him, sell him—go 
for profitable Non-Can business with sales points like these: 


UM provides your Non-Can 


NONCANCELLABLE and GUARANTEED RENEWABLE 
to Age 65. This means that as long as you pay the premiums 
during this period, the Company cannot cancel or change the 
contract for any reason whatsoever. 


You may CHANGE TO A MORE HAZARDOUS OCCU- 
PATION without changing your premiums or benefits. 


Plans are NON-AGGREGATE. 


You are considered disabled when you cannot work av 


YOUR OCCUPATION or one for which you are fitted. 
You do NOT HAVE TO BE CONFINED TO THE HOUSE 


to receive benefits under this plan. 


The COMPANY WILL PAY any premium that becomes 
due during total disability that has continued more than 90 
days, and also, refund any premium which you may have 
paid during that 90 day period. 


LIFE INSURANCE COMPANY 
OF PORTLAND, MAINE 


Canadian Head Office — Montreal, P. Q. 


America's Eighth Oldest Life Insurance Company. 


* John R. Carnochan, Vice President 
in Charge of Agencies. 
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Friday in Chicago office—175 W. 
make payment in advance. 





Blvd. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Jackson 


Individuals placing ads are requested to 
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present salary. 


CHIEF UNDERWRITER 
—LIFE DEPARTMENT — 


Must be capable of assuming full responsibility for risk se- 
lection. Give full details concerning underwriting experi- 
ence, present responsibilities, education, family status, and 


The Midwest Life Insurance Company 
500 South 16th Street 
Lincoln, Nebraska 








strictly confidential. 


Montclair, New Jersey 


OPPORTUNITY 


For experienced home office life underwriter wishing to associate with 
rapidly growing company in pleasant suburban environment. Interview 


Write or Phone Carl W. Huber, 
Underwriting Secretary 


BANKERS NATIONAL LIFE INSURANCE COMPANY 


MO 3-2212 


We’re Looking for THE Man to 
Develop an Advanced Underwriting 
Section in Our Agency Department 


A real career opportunity awaits the right 
man for the development of the sales side 
of an advanced underwriting section in one 
of the 25 largest life insurance companies 
in the country. This man will be provided 


make this an important part of our opera- 
tion. 

We're seeking a man with the right back- 
ground of education and experience, up to 


to know age and background of applicants 
and would like an indication of salary re 
quirements. 

The man we employ will find that with 
this job he gets: congenial working con- 
ditions, as well as a generous employee 
benefit, vacation and pension program. 

Please write fully, knowing that your re- 
ply will be held in strictest confidence. (Our 
agency department people know of this 
ad.) If your letter sounds as if you may be 
the man we are looking for, we'll arrange 
an interview at our mutual convenience. 

Please address your reply to Box J-57, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 


technical assistance by our present staff to’ 


the middle 40's in age. Therefore, we want |. 














GENERAL LIFE 
AGENTS- 


Start 1956 with a 
High 


Te 


oad frac f 


Available to men with good 
record and proven ability. 
Strong company-licensed in 26 
states. Popular and attractive 
life and A&H policy contracts. 
New territories open in several 
states. All inquiries treated 
confidentially. 


. .. write, giving complete in- 
formation to Box J-44, c/o The 
National Underwriter Co., 175 


W. Jackson Blvd., Chicago 4, 
Illinois. 








Management Training 
OPPORTUNITY 


One of America's major life insurance com- 
panies is entering on a new venture which 
will provide exceptional management train- 
ing opportunities for three men. The men 
selected will be between 25 and 33 years 
of age and will have had not less than two 
years of successful field sales experience. 
Previous supervisory experience will be 
helpful to applicants, but is not required. 


This opportunity comes into being only 
because this is a new program in our com- 
pany and we need three more men than 
we have found available in our own com- 
pany. The men we employ will be on the 
home office agency department staff and 
will participate in a generous employee 
benefit and pension program. 


Write us in full confidence giving details 
of age, education and career background, 
including information about your average 
earnings for the last three years. We'll ar- 
range interviews on a convenient basis geo- 
araphically if your application makes us 
think you may be one of the men we seek. 


Address Box J-55, c/o The National 
Underwriter Co., 175 W. Jackson 





Blvd., Chicago 4, Ill. 


GROUP FIELD 
MEN WANTED 


Outstanding opportunities are offered 
experienced Group Field Men by a strong 
Southern life insurance company which is a 
leader in the Group field. An intensive ex- 
pansion program has opened excellent job 
opportunities in Louisiana, Texas, Missis- 
sippi, Georgia, North Carolina, Kentucky, 
Virginia and West Virginia. 

More than a thousand groups located 
from Virginia to Florida and westward to 
Texas have this company's coverage. It is 
one of seven companies providing group in- 
surance for employees of U. S. Steel. 

Applicants should have good records in 
group selling, possess supervisory —- 
and ke free to travel limited territory. Reply 
in confidence, giving complete personal 
data and business history, to Box #J-41, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











ACTUARIAL OPPORTUNITY 


Strong, middle western life company with 
an unusual growth record has opening for 
a man who has Associateship standing in 
the Actuarial Society or who has passed 
three or more parts of the examinations. 
This is a splendid opportunity for a student 
to broaden his experience. His responsibili- 
ties will not be confined to one department 
and possibilities of advancement are excel- 
lent. Present standing and business experi- 
ence will be given appropriate recognition. 
Send replies with outline of experience and 
personal information to: Box #J-50, The 
National Underwriter Co., 175 W. Jackson 
Boulevard, Chicago 4, Illinois. 


FRATERNALS 


NFC Chooses June 10 to 
Start ‘56 Fraternal Week 


The week of June 10, 1956, was ge. 
lected as “fraternal week” by the ex. 
ecutive committee of National Fraterp. 
al Congress at a meeting in Chicagy 

Activities during the week will }. 
under the direction of Thomas Jj 
Carroll, Catholic Order of Foresters 
Cleveland, public relations committe. 
chairman. 











Minn. Fraternal Congress 
Names Rochie President 


Cyrus Rochie, Lutheran Brother. 
hood, Minneapolis, was elected pregj. 
dent of Minnesota Fraternal Congres, 
at its annual convention in Minneg. 
polis. 

Others elected were Michael F. yy. 
tel, Catholic Aid Assn., St. Paul, ist 
vice-president; Mrs. Mildred (Cryjk. 
shank, Degree of Honor Protective, s 
Paul, 2nd vice-president, and Magne 
Smedvig, Supreme Lodge Sons of Nor. 
way, Minneapolis, secretary-treasurey 

Thirty-one Minnesota fraternal g. 
cieties are members of the congress 
Highlights of the convention were q 
talk by Miss Agnes Koob, Woman; 
Benefit, immediate past president of 
National Fraternal Congress, and 
seers of fraternal activities by Mr. 

el, 


FIC Group Selects Theme 
for 1956 Annual Parley 


The executive committee of Fraternal 
Insurance Counselors Assn. met at 
Chicago to discuss plans for the an- 
nual meeting to be held there at the 
Congress hotel May 4. David Baer, 
Baptist Life, association president, pre- 
sided. 

Meeting the sales challenge was the 
theme selected for the annual conven- 
tion. Plans also were made for char- 
tering four new state FIC associations, 
A plan was submitted for a regular as- 
sociation publication. 

Executive committeemen attending 
included Arthur Devine, Maccabees: 
Carl Rennekamp, Aid Assn. for Lu- 
therans; William Olsen, Equitable Re- 
serve and John Dressler, Woodmen of 
the World, Omaha. 





Flags for Safe Driving 


Maccabees is aiding the campaign 
for safe driving by displaying flags of 
mourning or joy atop its 14-story home 
office in Detroit which can be seen 
from afar. Beginning Nov. 16—15 days 
before S-D Day on Dec. 1—the frater- 
nal began the daily practice of display- 
ing either two white or two black flags 
on its building. The white emblems go 
up when the preceding day is’ free of 
traffic deaths in Detroit and the black 
flags fly when the previous day is 
— by one or more traffic fatali- 
ies. 

















DON’T READ THIS if you are 
completely satisfied with big city 
living—but 

WHY NOT LIVE BETTER FOR LESS? 


Office space is available for two experi- 
enced life underwriters in growing commu- 
nities in the state of Vermont... .. With 
an established and progressive agency of 
an old line New England Company. 


Write in confidence to Box J-47, The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











ACTUARY WANTED 
by large San Francisco industrial concern, 
pension experience preferable, four or 
more exams required, preferably by De- 
cember 15. Write Box #J-51, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, |Ilinois. 














ACTUARY WANTED 


as Executive Officer of Nevada Industrial Com- 
mission. State owned Compensation Insurance 
Fund with approx. 5 million annual premiums, 15 
million assets. Minimum 5 years actuarial exp. 
plus MBA or exper. equivalent. State salary ex- 
posted. Write Gov. Charles H. Russell, c/o State 
ersonne! Dept., Carson City, Nevada. 








Hancock Promotes Crecca 


Frank A. Crecca, assistant district 
manager of John Hancock in Newark 
since 1950, has been promoted to !e- 
gional supervisor—administration of 
metropolitan New York and Connetti- 
cut. He joined the company at Newark 
in 1945. 





O'Neil Peoria Agency Expands 
The R. J. O’Neil agency of Connet- 
ticut Mutual at Peoria has enlarg 
and modernized its offices in the Cet 
tral National Bank building. Mr. O’Neél 
was appointed general agent last May, 
succeeding Chester T. Wardwell who's 
continuing with the organization as a 
sociate general agent. 


' 
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The best sales talk in the world 
isn’t much good if the prospect isn’t 
listening to it. No agent would disagree 
with that statement but it is easy for 
a salesman to be so carried away by 
his own enthusiasm that he doesn’t 
stop to wonder whether he is getting 
through to his prospect. Forrest F. 
Crane, district manager for Massa- 
chusetts Mutual Life at Kansas City, 
in an article in the company’s field 
’ publication, the Radiator, tells how to 
listen, how to tell whether the prospect 
is listening, and how to get him listen- 
ing again if he gets off the track. Mr. 
Crane’s article is reprinted here in 
slightly abridged form. 

e e . 

Every college seems to teach public 
speaking and every course I have seen 
in life insurance selling points out the 
importance of appearance, speech, pre- 
sentation, sales pattern, motivation, 
and so on. The accent has been on our 
talking. There are two parts in com- 
munication, though; sending and re- 
ceiving or talking and listening. Note, I 
did not use the term “hearing.” We 
often hear, but we do not listen. Lis- 
tening is a process of understanding 
and acting upon word pictures that we 
hear. It is difficult to listen, and an 
amazing fact is that most people do 
not know how to listen. If your pros- 
pect does not know how to listen, then 
how can you get your points across? 
Have you ever completed a wonderful 
sales presentation and discovered that 
your client had not understood at all 
what you were talking about? I havel 

Recent tests at a college showed 
that only about 25% of mature people 
absorb what a speaker is saying. We 
are excellent “non-listeners” on the 
other hand. Have you noticed how 
your child can go right on playing or 
staring into space when you speak to 
him, not listening to what you say? 
He learned that from his parents. Yes, 
we train ourselves not to listen. We 
train ourselves to tune out the things 
we do not want to hear. 

eo e Ss 
While a good speaker will talk at the 
rate of about 120 words per minute, 
our minds continually think about 500 
to 700 words per minute. We are dis- 
tracted by anticipations, by the move- 
ments of the speaker, by the tie he 
wears, by a word which causes our 
minds to go racing away on a wild 
tangent. I am guilty of sitting in 
church listening to a sermon for in- 
stance, and all of a sudden I find that 
I have not heard the minister for the 
last few minutes. In fact, my mind 
was far away. It was led astray by a 
word that fell upon my ear or by 
thoughts about some person I hap- 
pened to notice, the hat of a woman, 
or thoughts on what I had planned for 
that afternoon. Your client, even under 
the best circumstances in an interview, 
will probably be thinking about that 
new car he saw, the work he has to do, 
the fishing trip he is planning, or 
maybe you mentioned “retirement” 
and his mind goes back to last sum- 





mer’s vacation which he may begin 


Is Your Prospect Listening? 


Sensitiveness to Inattention Lets Agent 
Get His Presentation Back on Its Course 


reliving. He may be looking at you and 
seem interested but is he listening? 
Put yourself in the role of a listener 
and see if you can remember now what 
the conversation was at your breakfast 
table this morning. I’m betting you 
can’t recall more than a tiny detail of 
that early morning conversation. Did 
you really listen to your wife or your 
child the last time you conversed with 
them? What did you talk about? 

This is interesting to think about 
. . - note that your mind now is racing 
away on not only this subject, as you 
read, but you are thinking about sev- 
eral different things. Reading is easier 
than thinking while listening, and yet 
you probably cannot recall now what 
you read in the first paragraph of this 
article. 

e e e 

We must train ourselves to listen! 
If we have the ability to listen, then 
we learn. Learning takes effort and 
energy, as does listening. We wish to 
avoid as much effort and energy out- 
put as possible. This is quite natural. 
We do not listen well even though we 
hear sounds of words. Yet, if we can 
train ourselves to listen, we will find 
many opportunities to make sales 
while talking with our clients. If we 
find our client doing a lot of objection- 
ing, then we can assume that he is 
doing some listening. This is excellent! 
Let him state his full objection. Don’t 
stop him. Let him talk and you listen. 
After he is through, restate his objec- 
tion as you heard it and understood 
it. When he rehears his thoughts, they 
will not seem so important to him. 
When he tells you or starts to tell you 
about his troubles, his inability to 
save, his investments to assure his re- 
tirement, his dreams or plans for his 
family, then listen. There is the button 

- SO obvious, awaiting your touch. 
Then when you offer a better solution 
by the use of life insurance, check to 
see if your client was listening, too. 
Ask questions. Use personal stories of 
keen human interest to him to arouse 
his listening. Do nothing to distract 
him, such as fumbling papers, zipping 
your brief case, or thumping your pen. 
Make your voice interesting and en- 
thusiastic. Then let him talk again, 
and you listen. He will reveal to you 
that he was or was not listening. 

= e e 

Let’s look at one of our sales inter- 
views. We can assume rightly that 
our prospect is seeking every possible 
loophole for argument. You make a 
statement that he does not agree with 
or understand and though you go on 
pouring out words, his mind is left 
behind as he goes off on a tangent, 
thinking about what you had said 
sometime back in your presentation. 
Consequently, you should pause very 
frequently and see that he is with you. 
Does he agree with you, or does he 
object? If he has been listening, you 
are making progress; otherwise you 
may simply be spinning your wheels, 
so to speak. If he wants to talk and 
interrupt you, let him. Then you find 
great value in listening and evaluating, 


Sales Ideas That Work 


not his words, but weighing carefully 
why he is relating such thoughts to 
you. Careful listening in such circum- 
stances can put you in command of the 
situation and lead to the button that 
will close the sale. On the other hand, 
if you do not listen, you miss the point 
entirely and lose the sale in most cases. 
If you sit there thinking about your 
commission and what you are going to 
buy with it, or what bill you are going 
to pay this month if you make the 
sale, then you are not listening, and 
you are missing a sale. 

One reason we train ourselves not 
to listen is that so many people seem 
not to be interested in things we like, 
or they talk just to hear their own 
voice, and so often have their mouth 
in high operation before their mind has 
moved out of low gear. We can train 
ourselves to listen by continual prac- 
tice. Start at home. The next time your 
wife or your son starts telling you 
something, don’t anticipate or inter- 
rupt what they are saying, but listen 
and then repeat back to them what you 
heard. When your boss or supervisor 
tells you how to do it, about a company 
change or a new technique, listen and 
then repeat back to him what you 
understood him to say. After you have 
been to a meeting or in an audience 
listening to a speaker, try and write 
down just what you heard. Not words, 
of course, but the thoughts and actual 
ideas expressed. 

Words mean different things to 
different people. Also, many people 
are not in command of the language 
adequately to say what they really 
want to say. I mention to you that 
I just purchased a new green hat. 
Your mind takes the word “green” 
and runs through its various meanings. 
What kind of a green is it? Perhaps 
“green” throws you to thinking about 
your new lawn or your golf game. You 
may try to picture the shape of the hat 
and what kind of a band it has. Your 
client does the same thing when you 
mention “insurance,” many times. He 
may have had an auto accident in the 
past few weeks and his mind may dart 
over to reliving that accident and 
thinking about how much he got from 
the insurance company in relation to 
the bill, then wondering if his car is 
really hurt more than what appears, 
etc. His mind goes racing away with 
word pictures just from one word you 
mentioned in this instance. By the 
time he brings himself 'back to listen- 
ing to you, you may have covered a 
great deal of territory suddenly to find 
that he is really lost, mentally, and 
has not heard what you thought he 
heard. Be sure then that you follow 
up your meaningful words with speech 
that holds and guides your prospect’s 
thoughts. Never assume that he is 
really listening. Statistics indicate that 
most of the time he isn’t. And you 
can’t expect him to listen if you don’t 
listen. Simple, isn’t it? Yet this point 
is so important that our armed forces 
are now training men and officers to 
listen. We’ve always taught them how 
to give commands, but not to listen. 

Begin today, and you will find 
yourself making more sales, beginning 
to know people better, being better 
liked, having closer friends, knowing 
more about your business, and you 
will probably discover a new ®nd 
wonderful family at home. 





Publicity Man Tells 
Life Agents Ways of 
Breaking into Print 


Many life agents spend hundreds of 
dollars on gifts and other methods of 
spreading their names through their 
communities but overlook one of the 
best free goodwill builders of all— 
local newspaper publicity. 

How to obtain that valuable free 
publicity is explained for National 
Life of Vermont agents in a 2-page 
article written by Richard A. Botta- 
mini, assistant director of publicity 
and a former newspaperman. The 
article, free to agents, is described in 
the company’s monthly publication, 
National Messenger. “How to Break 
into Print” gives helpful suggestions 
on getting newspaper publicity and 
lists “do’s” and “don’ts” for maintain- 
ing good relations with the papers. 

“Actually it is surprising how many 
times during the course of a year 
an agent has the opportunity to break 
into print,” writes Mr. Bottamini. He 
lists a few in connection with busi- 
ness: when an agent qualifies for 
the company’s leaders club or the 
agents executive council; when he 
receives the national quality award; 
when he attends the company’s re- 
gional meetings or leaders club educa- 
tional conferences; when he has an 
unusual story about a _ policyholder 
who will let it be published; and when 
he is elected to office in local associa- 
tions. 

Many agents feel a “deep sense of 
responsibility’ to their community, 
church, lodge or service club, Mr. Bot- 
tamini points out. This good will is 
one of the biggest assets because a 
good amount of business flows from 
it. When an agent participates in these 
activities, it opens another avenue for 
mention in the newspapers. It shows 
people that the agent is a conscien- 
tious citizen, and his name becomes 
known to others who otherwise might 
never have heard of him. 

_ e e 

Some agents are shy about seeing 
their name and picture in print and 
make no effort to get any space in 
the local newspaper. “But one of the 
brightest outlooks of this disease is 
that the cure is oftentimes as simple 
as a single exposure to public print.” 

Others are so engrossed in business 
that they forget about newspaper pub- 
licity. If they do remember, they let 
the matter slide because they may 
not be sure how to approach a news- 
paperman or how to prepare a story. 

If an agent with a story knows an 
editor or reporter, he may find it 
easier to get space in the newspaper. 
Sometimes, all he has to do is let his 
friend know of his activity. But any 
busy newspaperman appreciates the 
agent who presents him with a pre- 
pared, typewritten story. 





Opens Cincinnati Office 


Pacific Mutual Life has opened a 
new group office at Cincinnati, naming 
Frederick A. Beyer to assistant man- 
ager in charge of the unit. The office 
will be in addition to Pacific Mutual’s 
Gantz agency at Cincinnati. 

Mr. Beyer formerly was with the 
company’s Chicago group office. 
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Foresees No Personnel 
Disturbances Due to 
Future Automation 


Automation need not disturb per- 
sonnel as it is installed in the years 
ahead and it holds promise of being a 
real boon to large numbers of workers, 
Harry W. Jones, vice-president of Mu- 
tual Benefit Life, told Society of LOMA 
graduates in Newark. 

Discounting some of the fears con- 
cerning the new trend, Mr. Jones em- 
phasized that automation is not new, 
the new element being the step up in 
pace and scope of the machines used 
and under consideration. 

Even the element of personnel re- 
placement has been overstressed and 
misunderstood in many cases. Even in 
mechanization over the past few de- 
cades, machines which do the work of 
15 people have come into use without 
displacing anyone. The work these ma- 
chines did was largely work not pre- 
viously possible and involved people 
not previously employed; rather it 
made possible better and more efficient 
service. 

e . e 

“Similarly, under automation, a ma- 
chine which could do the work of 250 
people does not necessarily displace 
that many people. Part of the work giv- 
en to these machines is work that nev- 
er was done before because it would 
have been too expensive as a separate 
job. Now that it can be accomplished 
as a byproduct of other work, it can 
be undertaken.” Much of the manpower 
involved in the use of the new machines 
is thus personnel not now employed 
and possibly not ever employed if the 
new machine is not added, Mr. Jones 
said. 

The adoption of a new machine ex- 
tends over many months, with ac- 
tivities being taken over gradually, so 
that any personnel replacement does 
not apply directly to present personnel, 
but to the aggregate employes over the 
entire period. Thus the entire matter 
could be handled by a reduction in the 
hiring of new people until the tran- 
sition is completed, with even that im- 
probable, as the business and activities 
expand. 

“That kind of thing is going on at 
all times and is a corollary of progress. 
Society could prevent it only by mak- 
ing no changes, no progress. Actually, 
automation or mechanization is not 
something to be feared; rather, it needs 
to be understood so that we know how 
to use it intelligently and make of it 
something good for us all.” 





Aetna Names Harpster 


Rodney M. Harpster has been ap- 
pointed assistant general agent of 
Aetna Life at Portland, Ore. Mr. 
Harpster, agency assistant at the home 
office for the past year, previously 
was at Longview, Tex. 





Commissioner J. J. Holmes of Mon- 
tana, pictured at the NAIC conclave 
at New York City with E. H. Henning, 
president of Central Standard Life. 








Equitable Names Cramer 


Assistant to Burgess 


Equitable Society has appointed 
William W. Cramer assistant to S. A. 
Burgess, agency vice-president. 

Mr. Cramer, director of individual 
A&H since 1952, joined the company 
in 1938 at Denver, was named cashier 
at Cheyenne in 1947 and entered the 
group casualty division at the home 
office in 1950. 





White Heads Agents Group 
of Pacific Mutual Life 


Malcolm C. White, Oklahoma City 
general agent, was elected president of 
the Pacific Mutual Life Agency Assn. 
for 1956, when the group held its an- 
nual meeting at Palm Springs, Cal. He 
succeeds Harry S. Gantz, Cincinnati. 

William A. Stone, Santa Ana, Cal., 
was named vice-president, and Bruce 
R. Gilbert, Los Angeles, secretary. C. 
M. Ganster, Pittsburgh, was elected 
chairman of the executive committee. 





N. Y. Managers Dinner 


Greater New York Life Managers 
Assn. will hold its annual dinner Dec. 
14 at the Hotel Waldorf-Astoria. Pres- 
idents and agency vice-presidents of 
companies represented by the mem- 


‘bership will be honored. 


The evening will be devoted to good 
fellowship, and there will be no 


‘speeches. Wheeler M. King, general 


agent of New England Mutual Life, is 
chairman of the dinner committee. 





Pa. A&H Reincorporation Bill 


A bill authorizing mutual A&H com- 
panies to reincorporate as mutual life 
companies has been introduced in the 
Pennsylvania senate and referred to 
the insurance committee. 

It would require the companies to 
have a surplus of at least $200,000 over 
all liabilities including unearned pre- 
mium reserves, and no unpaid advan- 
ces chargeable against the surplus. 











Attending the 
NAIC sessions in 
New York City: 
Robert E. Dineen, 
vice-president of 
Northwestern Mu- 
tual; Orville Ware, 
counsel of North- 
western Mutual, 
and Oliver P. 
Bennett, Iowa 
commissioner. 


Prudential Dedicates 
Chicago Home Office 


(CONTINUED FROM PAGE 2) 
Prudential building is 601 feet high and 
a TV mast and antenna on the roof 
reaches an additional 324 feet into the 
skyline. The building is located within 
property which consists primarily of 
“air rights” over and through railroad 
tracks. 

The complicated subdivision of the 
land into parcels, and the parcels into 
lots, staggers the imagination. General- 
ly speaking, the lots were split into 
19 categories such as primary lots and 
functional lots, consisting of lots for 
floors, caissons, columns, viaducts, 
girders, utilities, hangers, brackets, 
struts, buttresses and ties and were 
divided in three ways: From the 
ground surface to the center of the 
earth; from the surface of the earth to 
a given horizontal plane; from the 
horizontal plane to infinity. 

The topography and the character of 
the site presented additional problems. 
For example, since the building had to 
be built over rail yards the tracks had 
to be relocated and replaced without 
interrupting passenger schedules. 

Acquisition of legal titles to the sec- 
tions, plots and air rights are regarded 
as almost a classic in American law 
circles. Prudential not only “owns” the 
air which the building property oc- 
cupies but also the exact sections of 
the earth into which the caissons sup- 
porting the building are sunk. 

In conjunction with formal opening 
of the new headquarters, Prudential 
will feature one of the city’s most 
historic events—the Chicago fire—on 
its coast-to-coast TV program “You 
Are There” on Dec. 11. 





Underwriting, Claims Talk 


Claud S. Gillespie, assistant vice- 
president of Occidental Life of Cali- 
fornia, and E. M. Urich, assistant 
secretary and manager of A&H for 
Pacific Mutual Life, outlined relation- 
ship between underwriters and claims 
managers before a meeting of Los An- 
geles Life & Accident Claims Assn. 

Mr. Gillespie said the main function 
of any life company is to serve by pay- 
ing claims. “Our real purpose is to 
provide money for beneficiaries,” he 
said. 


N. Y. Life Names Aasen 


New York Life has appointed Law- 
rence O. Aasen public relations repre- 
sentative in the Pacific region, with 
headquarters in San Francisco. 

Mr. Aasen, who succeeds the late 
John E. Pegues, was with Mc Graw 
Hill Publishing Co. in New York City 
before joining New York Life in 1954. 


Publish Second CLU Annual Review 


The second CLU Annual Review, re- 
porting on activities of American Col- 
lege and American Society during the 
1954-55 school year, has been pub- 
lished and mailed to all CLUs and 
others interested in the organization. 

The 24-page booklet reports record 
high figures in enrollments, new can- 
didates, examinations taken, and 
American Society membership, It re- 
veals that a grade .analysis now is 
supplied routinely to all candidates 
who file a CLU examination. 











RALPH H. THAYER, 67, retired as- 


sistant treasurer of Union Central Life, ° 


died after a lengthy illness. Starting as 
a clerk, Mr. Thayer was made assistant 
manager of the policy loan division in 
1922 and manager five years later. He 
was named supervisor of policy values 
in 1934, assistant secretary in 1935 and 
assistant treasurer in 1936. 


National of Vt. Eases 
Aviation Underwriting 


National Life of Vermont now is ac- 
cepting scheduled airline pilots and cer. 
tain private pilots on a standard basis 
Private pilots affected are those age 
30 or over with more than 40 hours of 
experience, and flying not over 100 
hours a year. 

In revising military and _ aviation 
underwriting rules, the company has 
removed the restriction of minimum 
age 25 on crew members. 

The company has raised from $59. 
600 to $100,000 the maximum amount 
it will consider without restriction op 
certain active reservists and nationa] 
guard personnel. 





Insurance Groups Help 
Collect Data on Stocks 


WASHINGTON—Life Insurance 
Assn. of America, Assn. of Casualty 
& Surety Companies 
Board of Fire Underwriters are among 
the organizations cooperating with the 
Senate banking and currency comnit- 
tee in compiling data on common 
stock purchases and sales by varioys 
classes of institutional investors be. 
tween January, 1953, and Oct. 31, 1955, 

Open and_ closed-end investment 
companies, life, fire and casualty com- 
panies, corporate pension funds and 
bank-administered trust funds are as- 
sembling data on monthly purchases 
and sales of common stock by number 
of shares and dollar volume, monthly 
purchases and sales by number of 
shares and dollar volume for each of 
25 common stocks, and total common 
stock holdings on Jan. 1., 1953, and 
on Oct. 31, 1955. 


The committee also seeks an ar- 
rangement with a Senate labor sub- 
committee headed by Sen. Douglas of 
Illinois studying union welfare funds, 
If the Douglas subcommittee supplies 
facts on welfare fund investments in 
common stocks, the banking committee 
will not duplicate the job, since it 
plans to submit a report early next 
year. 

The study is being made to evaluate 


claims made at the stock market hear- | 


ing last spring as to the influence of 


institutional purchases and sales on | 


market behavior since the fall of 1953. 





18 in Agency Management Course 

Greater New York Life Managers’ 
Assn. and General Agents & Managers 
Conference of National Assn. of Life 
Underwriters have sponsored a 12-ses- 
sion agency management study course 
prepared by LIAMA. 

Eighteen managers and _= general 
agents were enrolled. Irving S. Bober, 
general agent of New England Mutual 
‘Life, was study course chairman. Lead- 
ing executives, general agents ani 
managers served as moderators for the 
214-hour weekly sessions. 


Thirteen Indianapolis life agents 
attended a special course at the home 
office conducted by Ivan V. Snyder, 
educational director, and H. E. Bridges, 
assistant manager of agencies. 











Director J. T. McCarthy of Illinois 
pictured at the NAIC meeting at New 


‘York City with a former insurance d- 


rector of Illinois, J. Edward Day, asst 
_ ciate general solicitor of Prudential. 
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WHY THE Eng 


eecvceecee MMe@recces 


Today, the visions of engineers are becoming realities so 
rapidly the world is beginning to accept the unexpected 


in its stride. We look at the engineering achievements 


around us and realize that some of the future is already here. 
The engineer is shaping the world of tomorrow, today. 
Yet, with all of his years of specialization, he can’t predict 
his own personal future—even 24 hours from now. That’s 
why the engineer prepares himself, and his family, for the 
unexpected. He recognizes the need for sound, intelligent 
life insurance. And he seeks out a specialist—a life under- 
writer who knows how to interpret the overall advantages 
of life insurance in terms that meet his specific needs. 
Perhaps you'll be glad to know that many engineers turn 
to the man who represents The Union Central Life Insurance 
Company. Why? Because the Union Central underwriter is 
a specialist in every sense of the word—probably the most 
thoroughly trained and equipped underwriter in his field. 
Because he knows his business— knows there is only one 
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IFE INSURANCE SPECIALIST 


best life insurance answer for any one situation. Therefore 
he knows how to diagnose a wide range of personal finan- 
cial problems as diversified as the situations in which they 
occur. More important, he knows how to answer the prob- 
lems—meet every individual need—with Union Central 
policies issued from birth to age 70. 

In addition, to keep pace with changing times and needs, 
the Union Central underwriter works closely with an alert 
and cooperative Home Office. Constant research and plan- 
ning supply him with even more effective ways of fulfilling 
his responsibilities to his policyholders. So it’s smart to 
know the man who represents The Union Central—the man 
who can guarantee sound, comprehensive life insurance 
protection to fit your particular needs now and in the future. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI as 


This advertisement, adapted from a prospecting brochure designed specifically for this field, is just one example of many ways 
The Union Central supports its underwriters with specialized promotional material to fit every type of life insurance market. 








PREVUE 
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THERE’S NO PLACE LIKE V HOME! 
ri 
And believe us—now that we’ve decided on design and 
location—we’re anxious to hear the sounds of bulldozers, 
draglines, hammers and saws that will transform a 
cornfield into the site of our new home office building. 










Located in a rapidly developing suburban area of our 
growing hometown of Lincoln, our new block long, 
three-story home will be situated in the center 

_of an expanse of landscaped area. 







Pf We’re mighty proud to show the prevue plans 
for our new home. Jt’s another evidence of our company 
growth; another evidence of our planning to better 
and more efficiently serve our rapidly increasing 
family of policyholders. 








Bankers life ..... 
223° Of Nebraska "sax 









